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ADVERTISEMENTS IN THESE 
NATIONAL PUBLICATIONS... 
CATHOLIC COMBINED CIRCULATION 


age 79,419,532...WILL HELP BOOM 
Bg my YOUR SCHOOL-OPENING SALES 
OF ESTERBROOK PENS! fj 







Thread the point 
into the barrel. 


EVERYDAY RECORD BOOKS 


H2 © BIRTHDAYS & 

SPECIAL DATES 

A wonderful selection of beautifully bound a 
and illustrated books covering almost every 
phase of useful everyday record informa- 
tion. Made in a wide range of colors, bind- 
ings and cover finishes. Size approximately 
5%" x7". Books available padded or flat bindings 
Prices depending on binding, $1.25 to $3.00 retail. 


H4 * GUEST BOOK 





H8 * MY HIM BOOK 














CZ, L OSO7? AND COMPANY 


PUBLISHERS NORWALK, CONNECTICUT 














UNIT NO. 1 — Three tubes studio size (1’" x 4”) of 
each color in “E” series plus three additional tubes 
of Titanium White and color cards. Dealer list $77.55. 
Counter Display Rack — Rack and 26 copies of 
“Painting For Fun” book (25c retail) . net $6.50 


ALSO AVAILABLE ...UNITS NO. 
2,3, 4....Craftint-Devoe Oil 
Colors will simplify your inventory 








Outre D , 


ARTISTS’ OIL COLORS 


CRAFTINT-DEVOE Artists’ Materials are backed by 


two centuries of research and experience! 


And NOW... $50,000 in ‘‘New Look”’ test-proven 
development makes world-famous CRAFTINT- 
DEVOE Artists’ Oil Colors professionally modern 
and perfect. Rich in value and of Uniform fine 
texture, these Certified Permanent Oils give 

the FINEST results. .. . They are permanent and 
their consistency is just right for painting 


... not too stiff... not too fluid. 





GOOD painting requires GOOD Oil Colors 

... lasting and intermixable! CRAFTINT-DEVOE 
is formulated in a complete color-range 

of highest quality oils... scientifically 
compounded from the finest ingredients. 

To say it simply ... CRAFTINT-DEVOE, 


the quality oil colors for you. 


problem. Now, one line of finest- a 
way elon me ll ase THE Cc ratt J nt MANUFACTURING CO. 


ments — you no longer have to 
sell second-grade colors to mee* 
competitive prices. 


NEW YORK e CLEVELAND e CHICAGO 
Main Office: 1615 Collamer Ave., Cleveland 10, 0. 
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DEAR READER: 


Keeping editorial material geared 
to the current thinking and problems 
of our readers is constantly a major 
endeavor of all of us on the staff of 
MopERN STATIONER. For this reason 
we are particularly pleased to present 
the article on page 16 of this issue. 
Dealing with “The Trend Toward 
‘Studio’ Cards,” the story explores a 
subject which was frequently dis- 
cussed at the New York Stationery 
Show last month. 

Along with members of the Mop- 
ERN STATIONER staff who attended, 
many buyers at the show were im- 
pressed by the vast increase in numbers 
and variety of “studio” cards, and the 
trend in the nation’s taste came under 
discussion. 

The story tells how one dealer has 
capitalized on the trend. 

From other gatherings in the sta- 
tionery and office equipment field 
came other material appearing in this 
issue. Across the country since early 
April the “President's Troupe” of 
NSOEA has been addressing those in 
attendance at the association’s region- 
al meetings, and offering informa- 
tion, advice and criticism to scores of 
dealers. 

In the belief the words of Ivan Al- 
len, Jr., president, and other author- 
ities in the field will be of exception- 
al value to everyone in the industry, 
whether they ace NSOEA members or 
not, we have printed excerpts from 
the five major speeches in this issue. 
You'll be interested in the message 
each contains, 

While on the subject of the “Pres- 
ident’s Troupe,” we would like to of- 
fer our congratulations to Paul Bur- 
bank, excutive vice president of the 
association, the members of the group 
and all those associated with its re- 
gional activities for the splendid job 
that is being done in the presentation 
of the above cited program. 


The Editors 
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Sust out! 


TROQUE 


ANOTHER EXCITING SCRABBLE ° PRODUCT 
Tested In Play! Handsomely Made and Packaged! 


Fast new adult game for 2, 3, or 4 players. 


Unique design and absorbing principle of play. 


Finely finished wood playing pieces and interlocking plastic chips — 
both in four colors. 


Transparent plastic contour pack for easy handling and effective display. 


$3.50 RETAIL 


(Slightly higher west of Rockies) 


Manufactured and distributed by 


The Production and Marketing Co., Inc. 


Newtown, Connecticut. 
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MODERN STATIONER 
Washington, D. C. 
June 15, 1956 


The Government Printing Office would like Congress to re-enact paper 
priorities on the order of the M-36 of the Korean years. 





On its last series of bid offerings, the GPO was able to order only 
about 60 percent of the printing paper it needs. 


GPO officials want the pending extension of the Defense Production Act 
amended to provide federal priorities, but Congress is unlikely to do it. 


A Senate Labor and Public Welfare Subcommittee has been holding the 
hearings on extension of the Fair Labor Standards Act, which sets the 
minimum wage and maximum hours, to retail and service businesses, both of 
which are presently exempt. 








The Chamber of Commerce and most business organizations are opposed 
to the extension, and it is not likely to be passed this year. If the 
Eisenhower Administration is re-elected, they will push it hard during 
the next Congress, however. 


Provisions and rules to be incorporated in a code of fair trade 
practices for the engraved stationery and allied products industry of the 
New York trade area are being considered by the Federal Trade Commission. 











When promulgated, the regulations will apply to all New York City area 
persons and firms engaged in the manufacture and distribution of (1) 
letterheads, envelopes, business cards, social programs, greeting cards, 
bank notes and stock certificates; (2) intaglio plates and dies for use in 
production of stationery and allied products; and (3) stationery and applied 
products produced through processes such as raised printing, thermotyping, 
embossing and similar processes, 


Proceedings were instituted by the Industry and complete trade 
practices rules will probably go into effect before tie end of 1956, 


For any stationers interested in directly importing gift and curio 
items, Commerce Department's Bureau of Foreign Commerce has available more 
than 50 country trade lists giving supply sources for curios and novelties. 





Included are such products as brassware, ceramics, glassware, dolls, 
bamboo items, collectors' items and metal, silver and wooden curios. 


The lists, at $2 each, are available from any Commerce field office, 
or from the Bureau of Foreign Commerce, Wasi:ingtcn 25, D. C. 





The value of shipments of typewriters rose less than for most of 
the products between the Manufacturers' Census of 1947 and the one taken 
for 1954, according to a report by the Census Bureau. 








During 1954, manufacturers' shipments totaled $173 million, which 
represents a gain of 13 percent over earlier figures. 


More detailed information will be published later in a Census pamphlet 
called "Office and Store Machines." 


The National Association of Manufacturers has come out in favor of a 
tax cut in view of the probable budget surplus of about $2 billion. 








NAM said that though such a surplus looks small compared with a total 
budget of some $65 billion, "it is of tremendous significance." A $2 billion 
surplus repeated annually over five years "would permit a uniform 80 percent 
cut in the entire progressive superstructure of the individual income tax 
and a reduction of 17 percentage points in the combined corporate tax, 
bringing the top rates of both taxes down to 35 percent," NAM declared 
in a special tax report. 


Despite the Administration view that any surplus should be applied to 
the public debt and not used to cut taxes, NAM said, "In view of the 
withering impact of these rates on economic incentives and investment, 
delay in making the reductions would be justified only by the most serious 
reasons--none of which are now apparent." 


It's a virtual certainty that highway user taxes will be increased as 
of July lst this year. Increases hitting retailers most will be increased 
gasoline tax, truck and automobile excises. The federal tax on gas will go 
up one cent a gallon, while other items will get varying increases. 








Senator William Fulbright (D-Ark.) made a valiant attempt to bring up 
his proposal to reverse the normal and surtax corporate tax rates and so 
bring greatly lower taxes for small businesses, but was unsuccessful. 


At the time it considered the highway bill, the Senate was operating 
under unanimous consent procedure barring any amendments not germane. 
Senate Minority Leader William Knowland (R-Calif) made the point of order 
that income taxes weren't germane to an excise tax measure and was sustained. 


Senate Finance Committee Chairman Harry Byrd (D-Va.) again promised 
hearings on the Fulbright proposal, but with a gimmick. The proposal will 
be aired only in connection with House approval of any excise bill. The 
House is unlikely to send any more excise bills this session. 


The failure of the Senate Post Office Committee to take any action so 
far on the Administration's proposal for a general increase in postal rates 
just about kills any chances for its enactment this session, even though 
the House is moving ahead on its bill. 








Washington Bureau 
MODERN STATIONER 
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retractable 


ball pen 








Greatest pen value ever! Fully 
retractable, smartly styled, high 
quality, exciting colors, smooth 
performance. Has a faster turn- 
over than a whirling dervish on a 
bed of nails. On handsome self- 
selling displays of 12 or 36 pens. 


ALL-RITE PEN, INC. ADVERTISED tn 
HACKENSACK, N. J. L E 


retails at 39 C 

















OUSE—handsome vellum 

, enchantingly housed, for 
ed letters of happiness. Blue 
hite striped envelope lining 
bs a lovely note. $3.00 Retail. 


SHOW BOAT—here comes the 
Gold embossed Show Boat chugging 
across rich, fabric-textured paper 
+++-S0 pen inviting! $1.25 Retail. 


COMBINATION REGENCY— 
stationery splendor in exquisite 
deckle edged letter paper 
and those marvelous, 
convenient Lap Letters, gold 
covered this time. Matching 
gold lined envelopes. 

$5.00 Retail. 
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MONTAG 
SANTA 
a No a C LAUS 


‘Se his bag full 
‘* 4 “ __ of profit-packed, 
; high- fas hion gift stationery POLKA DOT RAIN—ge 


GAY polka dots sprink’ 








tissue-weight envelope 
WINTERSET—striking Terrific gifts that hit home with a one, two punch and box insert. Sheer 
esign of elegant .... exquisite writing paper, packaged in dramatic, eye-catching that ensures easy, e 
plicity ... gold or boxes of rare beauty, useful boxes to treasure and keep. writing. $1.50 Retaj 
r embossed branch Top drawer, fine quality writing paper cleverly designed 
Dg across a corner in beautiful, inspiring colors . . . personality-wise eg ° 
or tinted stationery that pays pretty compliments. Take advantage of ®@ =” 
tters and the national advertising campaign that will have “ 
O Retail. millions of gift-hunting Americans keeping 
their eyes peeled for MONTAG. Get your 
share of premium Christmas profits! 
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Eaton’s Adam’s ‘N Eve's 
Wallet Insert, Photo Display 

Transparent Shade Company, 501 N. 
Figueroa Street, Los Angeles, is of- 
fering a silver-polished, wrought iron 
self-service display unit for its plastic 
wallet inserts and photo albums. 

The unit contains four different sizes 
of wallet inserts priced from 10 to 39 
cents and five varied photo albums 
priced from 49 cents to $1. All are 
protected by acetate bags to allow full 
visibility of the product. 


The Eaton Paper Corporation, 
Pittsfield, Mass., announced a 
new box of stationery called 
Adam's ‘N Eve's. 

The box combines letter paper 
for him and for her. His is large, 
plain and masculine; while hers is 
the dainty “demi’’ size with gold- 
lined envelopes. There are 24 
large two-fold single sheets, 24 
matching plain envelopes, 40 
“demi’’ single sheets and 30 lined 
envelopes. The box retails at 
$2.50. 





Perforating Machines 


Two new compact portable per- 
forating machines — one electric 
and one manual, have been an- 
nounced by the American Bank 
Equipment Company, 5408 Jefferson 
Street, Philadelphia, Pa. 

They were especially designed for 


Pastel Stencils 


New peach and pink colors are being used in stencils of- 
fered by the Milo Harding Company, 500 S. Monterey Pass Road, 
Monterey Park, Calif. ; 

Both colors are available in film stencils as well as regular 





use On time payment coupon sys- stencils. 
tems. Both machines are 16-wheel 
single line numbering perforators 


Decorator Colors 
in Office Stands 

New decorator colors in 
matched office stands were in- 
troduced by Kol, Inc., 2323 Ellis 


giving account number, day due and 
amount due. Models are available 
with six to 16 wheels. 





Drawing Instrument 











The Handee-Dandee. Avenue, St. Paul, Minn. 
new drawing instrument Kol stands are available in 
a that packs twelve basic the following colors: mist green, 
features into one tool. grey hammer-grain finish, forest 
Om, has been announced by green, deep mahogany brown, 
Handee-Dandee Products, and desert tan. 
* Inc., 3019 Pico Blvd., 
Santa Monica, Calif. 
\ fai It features a 1/8- inch Mongol 4-Pack 
\\ ( rene scale, Y-inch scale and Eberhard Faber Pencil Company, 
bh 12-inch ruler. In addi- 37 Greenspoint Avenue, Brooklyn, 
tion it contains a double 


N. Y., has announced that a new 
Mongol 4-Pack of pencils is avail- 
able. 

It is released as a larger compan- 
ion unit to the Twin Pack. Three 
dozen 4 packs come in the colorful 
counter display. 


calibrated 180-degree adjustable protractor, 14-inch pointers, tem- 


plates for making circles, French curves and common symbols. 
The list price is $4.95. 


Oz Politi-Cards 

A new collection of 
Oz Politi-Cards, a ser- 
ies of politically slanted 








greetings, have been an- 
nounced by Oz Greet- 
ing Cards, 51 W. 21st 
Street, New York City. 

The colorful, red- 
white-and-blue, _patrio- 
tic motif, is carried out 
in a casual contempor- 








ary design. Prose such as “Hope it doesn’t take An Act of 
Congress to get you out of bed’ and “Happy Anniversary to the 


Speaker of the House 


from your ever-lovin’ spouse” are 


typical of the 14 cards that make up the new line. 


}2 


Colored Stapler 


The Bates Manufacturing Com- 
has come 

stapling 
machine that is said to fit into 


pany, Orange, N. J., 
out with a colored 


the decor of any home. 

The new machine has a mottl- 
ed pattern beige base and a 
brilliantly colored handle in red, 
yellow, blue or gray. The new 
Coloramic retails for $4.95. 


cA 


(Continued on page 40) 
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[Biggest Ball Point | 
'WRITING Year... 


J Biggest Ball Point 
ERASER Year! 




















, = almost everybody goes for ball 
point writing. Almost everybody is do- 
ing more and more ball point erasing! 
It takes erasers of special texture and 
skilled manufacture to cleanly erase ball 
point ink and ball point lead. Wel- 
don Roberts has "em—originated ‘em— 
THE MOST OF THE BEST... 
BRAND NEW '! 
REAP THE BENEFITS OF SENSA- 
TIONAL BALL POINT SALES WITH 
THESE SUPER-SELLING WELDON 
ROBERTS BALL POINT ERASERS. 


STYLES & SIZES FOR ALL BALL 
POINT USERS! 


All the same soft green color 


BALL POINT JET. NO. 838, 
WITH POCKET CLIP, NO. 
8380 WITH WHISK BRUSH. 
Ball point eraser in stick form, 
in attractive, transparent plastic 
holder. A sensationally popular 
novelty number. Tip unscrews 
so eraser can be moved outward. 
Not a mechanical gadget. Big 
refill profits, too. (No. 838R) 


NO. 138 PAPER-WRAPPED BALL 
POINT “ERASER-PENCIL”. Convenient 
pull-string peels off paper spiral wrap for 
easy pointing. ATTRACTIVE DISPLAY 
PACKING—one display holding a dozen 
138 Ball Point Paper-Pencil Erasers in- 
cluded in each 14 gross carton. 


BALL POINT NO. 
38. Handy elliptic 
shape, conveniently 
fits the fingers. 
Packed in attractive 
display box, 2 doz- 
en to the box. 


ORDER TODAY! 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 
World’s Foremost Eraser Specialists 





A Businesslike Approach to 
All Your Marking Problems! 


THE “CROWN LINE” OF MARK- 
ING DEVICES IS THE FINEST 
EVER MADE. Aggressive Dealers de- 

mand EXTRA QUALITY CRAFTS- 
MANSHIP « ECONOMY « EFFICIENCY 
FASTER DELIVERY « and HIGHEST 
PROFIT YIELD. These are the outstanding 
reasons why more prosperous dealers insist 
on the best... 


The LOW LE!” 


THE GOOD NEWS IS OUT!...no 


other marking devices compare with 

the highest standards established 
and maintained by CROWN. 
Why not make it your line? 

















Write for literature on our 


R. A. STEWART 
AND CO., INC. 


8O Dvane Street 
New York 7, New York 











WITH THUMB INDEX 
$3.75 








Biggest _ 
Dictionary 
Value Ever | 


Offered 


AT SO LOW 
A PRICE 






BEFORE AUGUST 20 


An EXTRA cash profit of $3 for you on every five copies you buy 
of this matchless dictionary — $60 extra profit on a hundred copies 
— $600 extra profit on a thousand! It’s the big back-to-school money- 
maker of 1956, a great new dictionary, with a great name, at an 
irresistibly low price. 


25% MORE DEFINITIONS FOR THE SAME PRICE 


By a masterwork of ;compression the distinguished editors of the 
famous Webster’s Netw World Dictionary of the American Language, 
COLLEGE EDITIONZ&pproved and used by more than 800 colleges and 
universities, have produced a CONCISE EDITION containing every- 
thing needed for everyday use. Get your order in now while the 
special free offer lasts. 


WEBSTER’S NEW WORLD DICTIONARY 


OF THE AMERICAN LANGUAGE 


CONCISE EDITION 


THE WORLD PUBLISHING COMPANY . Cleveland 2, Ohio 


af / . 


5 Orden 


FREE with every 


7 










‘MORE THAN 
100,000 


‘VOCABULARY 


ENTRIES 


20,000 MORE THAN 
ANY DICTIONARY 
NEAR THE PRICE 


Definitions that are full 
and clear. 
Pronunciations — those of 
general American speech 
(showing variants) with 
easily understood mark- 
ings. 

Origins of words (usually 
omitted from dictionaries 
in this price range). 
Technical terms up-to-date 
in all fields of science. 
Biographical and Geo- 
graphical Entries, Foreign 
Expressions, Abbreviations 
—all listed alphabetically 
in the main body of the 
text. 

Idiomatic expressions and 
slang included. 


Over 600 pictures. 
Large, clear type. 


Sturdy Oxford cloth bind- 
ing. 
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/n my Opinion 


bsenteeism is a monumentous 
fX profit-sapper in our industry 
today, and far too many misconcep- 
tions in connection with it are win- 
ning common acceptance. Check your 
thinking on the subject. 

Do you believe the following state- 
ments ? 

1. The question of absenteeism has 
application only to industrial opera- 
tions where there is great employ- 
ment, production line activity and la- 
bor union protection. 

2. The conduct of an effective pro- 
gram for eliminating safety hazards in 
the store vastly reduces absenteeism 
and constitutes the only action that 
can be financially justified by a retail 
operator. 

3. Insistence by management that 
employees visit physicians frequently 
or the rarely-encountered company 
regulations requiring periodic physi- 
cals is a step that greatly reduces ab- 
sentecism. 

If you subscribe to the above state- 
ments, you have been misled. Absen- 
teeism in your organization, however 
small, is costing you more than it 
should. 

Certainly industrial operations pre- 
sent the most impressive figures in 
connection with absenteeism. They 
deal in big, impressive figures. But, 
the single individual absentee is more 
costly to you than to this gigantic 
operation. Industry has thousands in 
its employ, and consequently can be 
“cushioned”’ so as to minimize the dol- 
lar loss associated with any single ab- 
sence. You are not so geared. 

Although it is worthless as a com- 
parison, industry estimates that its an- 
nual loss due to absenteeism is $10,- 
900,000,000. The figure nevertheless 
points up the magnitude of the prob- 
lem which is ours to a lesser degree 
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in total, but substantially more trying 
in its individual cases. 

Proper medical care and good ac- 
cident prevention programs have their 
place, of course, but recent figures 
show that only one day per person 
per year of absenteeism has been 
saved by the best medical programs 
and that 95 percent of absenteeism 
stems from non-occupational causes. 

There is much more to controlling 
absenteeism than the establishment of 
a few simple “‘surface’’ regulations. 
Absenteeism caused by actual physi- 
cal illness or injury is a slight portion 
of total absenteeism, as shown above. 
It is absenteeism originating from 
emotional and/or extraneous causes 
which have molded the problem we 
face today, and the solution can’t be 
achieved with a simple program or 
new regulations. Good practice in 
human relations is the only method 
of improving this major part of the 
problem. 

The only way to prevent a rash of 
absenteeism on the opening day of 
the deer hunting season or on the day 
of the initial World Series game is to 
have established firm company loyalty 
and the feeling of importance and se- 
curity in those who might be affected 
by the desire to be elsewhere. 

And, the only sure way of reducing 
absenteeism stemming from emotion- 
al background — dissatisfaction with 
job, insecurity, conflict with fellow 
employees, home disturbances, etc.— 
is to conduct your business so that 
cach employee can maintain a high 





level of both physical and emotional 
well-being. 

Although somewhat academically 
stated, a quotation from a recent Oc- 
cupational Health Institute pamphlet 
pinpoints the importance of sound hu- 
man relations in managements that 
hope to maintain low absenteeism: 

“The absenteeism rate in any enter- 
prise is in direct proportion to the de- 
gree of efficiency of its management 
in the sphere of human relations.” 

And how, then, is your approach to 
human relations. If you want to cut 
absenteeism and realize the improved 
profit picture that normally accom- 
panies such reductions, better take a 
careful look. 

Consider first your personal deal- 
ings with your employees. Be critical. 
Be even over-critical. Ask yourself 
again and again if your speech, memos 
and action always foster good relations 
and build loyalty and security in your 
employees. Then examine your de- 
partment heads similarly. 

Next, police your company benefits. 
Can improvements be made here? 

Now, act to make the improvements 
you can see are necessary, and you 
have taken the biggest single step 
available to you in solving the per- 
plexing and costly problem of absen- 
teeism. You have moved to better 
your human relations efficiency and 
you have ridded yourself of the con- 
cept that the most you can do to re- 
duce absenteeism is some small, sup- 
erficial accident-prevention or medi- 
cal program. 


MacethO Shires 












the trend 
toward 





Here’s the story of a California dealer who has 
been cashing in on the rapidly growing 
demand for “studio” cards. Are you taking 
advantage of this trend with a proper variety 
and attractively displayed line? 








Activity in the well-stocked Alexander greeting card department is shown in this 
photo of the section. Customers browse through the displays which feature many lines 
of “studio” cards. 


16 


.\ ‘7 hile many stationers across the 

country have been asking the 
question whether or not “studio” 
cards when featured can boost their 
sales, Alexander Stationers, located 
near Sunset and Vine—the crossroads 
of the entertainment world—in Hol- 
lywood, has been cashing in on what 
it considers a rapidly growing demand 
for this type of card. 

William Nichols, buyer and mana- 
ger of the company’s social stationery 
and greeting section, says the present 
trend is swinging more and more to 
studio-type cards. And, his section's 
volume should provide the basis for 
a sound judgment. 

Sales in Alexander's greeting card 
section are enormous, reaching as 
many as 50,000 cards a year to a sin- 
gle amount like Capitol Records. Var- 
iety, a depth of stock that never slips 
below 1,200 cards, a thriving allied 
commercial stationery business and a 
good location combine to boost the 
volume, but Nichols also points to an 
eye for selection of original cards and 
the resultant lift from “studio” cards, 

In. discussing the trend to ‘‘studio” 
cards, Nichols doesn’t single out any 
type or brand. Varieties from small 
to large, sentimental to humourous and 
square to elongated rectangles all 
have boosted sales, he says. Humor- 
ous lines such as those by Norcross 
and Box cards have produced a 
growth in sales that has amazed Nich- 
ols, while color “‘studios’’—like those 
by Panda Prints—have likewise done 
well. 

Jewels, sequins and glitter have 
been used more and more with pleas- 
ing sales results on duo-processed 
greeting cards. Applique is proving 
popular. But still, the humorous 
card is topping all sales for Alexan- 
der’s. 

Alexander's is certain that it’s pro- 
fitable for stationers to ask questions 
about these cards. What are they? 
When and why did they originate? 
From where did they come? Why are 
they popular? 

There is apparently no definite an- 
swer to any of these questions; even 
the first. The name “studio” card, of 
course, came about because the first 
cards of this type were designed, cre- 
ated and printed in artists’ studios. 
Today many lines are still produced 
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in the artist's workshop, so the name 
has stuck. However, with the intro- 
duction of many new variations and 
production methods the term, as it is 
commonly used today, takes in far 
more than it originally did. Opinions 
of what makes a “‘studio” card vary. 

When and where “studio” cards or- 
iginated is another interesting ques- 
tion. Several manufacturers claim to 
have originated this type of card, but 
there seems to be no general accep- 
tance. Undoubtedly the original de- 
signs came from New York, where 
they first appeared on the market. 

One of the best guesses is that sev- 
eral artists and manufacturers seeking 
something new in the greeting card 
field produced various designs of 
“studios” during the same period, 
which—according to best estimates— 
was immediately after World War II. 
There, of course, was some activity 
along ‘“‘studio” lines before then for 
years, but it was not significant 
enough to be a factor in the market. 

The “something new’ was original 
designs which were completely apart 
from the traditional card. Its message 
was simple and direct, and often hum- 
orous. Without volume at the outset, 
the prices of “studios” were high, and 
they therefore were sold only at the 
smarter and more expensive locations. 
But today “studio’’ lines can be found 
in the majority of greeting card racks. 

Even more elusive is the answer to 
the type of popularity Alexander's 
has experienced with “'studio’”’ cards. 
One answer, heard frequently, points 
to that “something new’ the cards 
provide and the broad field for con- 
tinued orginality, while another 
points to the added number of new 
customers allegedly attracted to greet- 
ing cards by “studios.” A supporter 
of this last answer is one manufac- 
turer in the field, Bill Kennedy of Box 
Cards, Inc., Los Angeles. 

“We believe that one of the big- 
gest accomplishments (in the devel- 
opment of ‘studio’ cards) has been 
the fact that they have opened up an 
entirely new field within the greeting 
card industry,” Kennedy states. “Peo- 
ple who had never before thought of 
sending cards are today buying them 
in quantities and, in turn, are creating 
a larger market when one of their 
friends receives—for the first time— 
a ‘studio’ card.” 
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But regardless of the degree of pop- 
ularity of “studio” cards or the rea- 
sons for it, Alexander's in Hollywood 
remains a supporter and continues to 
enjoy big volume in a greeting card 
section geared to what appears to its 
management as a trend toward more 
and more sales in studio-type cards. 

The fact that at Alexander's Wil- 
liam Nichols believes in this trend to- 
ward “studio” cards shouldn't imply, 
however, that he slights other cards. 
He keeps a strong line of convention- 
al cards as well, although they are 
continually being pushed to the back 
of the rack. 

Sales of both the ‘studio’ and con- 
ventional lines are actively promoted 
by Nichols, but with little advertising. 
Imported cards are stocked to bring in 
traffic, and the services of an artist 
to design special cards for all occas- 
ions attracts more. Then a 20 percent 
sale annually in August and Septem- 
ber booms business and makes lasting 
friends. Many customers purchase 
card supplies for the entire year at 
these sales. 

In addition to the greeting card 
sales, Alexander's stands as one of the 
top commercial stationers in Holly- 
wood, supplying all radio, TV and re- 
cord companies in the area, and serv- 
ing many famous names in the enter- 
tainment world. Its customers include 
Jerry Lewis, Kim Novak, Liberace 
and Harry James, all of whom buy 
greeting cards on a year-around charge 
account basis. 








In Hollywood, surrounded by suc- 
cess, Alexander's is achieving a sen- 
sational sales mark of its own. Greet- 
ing card sales, featuring “studio” 
cards, is credited with a good portion 
of this sucess. No wonder, then, that 
Alexander’s and William Nichols an- 
swer “yes” to the question of whether 
or not “‘studio” cards can be a signi- 
ficant factor in increased sales. 





Although there is little advertising done 
to promote the sales of greeting cards, an 
occasional window sign is used. Here 
William Nichols puts up a “’studio”’ card 
poster. 


Part of the variety 
of “studio” cards 
can be seen in this 
photo of a portion 
of the display. Nic- 
hols is arranging 
cards. 
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Are you making your telephone 
work for you? You can 
if you master the art 
of telephone selling. 
Here Dr. Lapp discusss 
another subject 


vital to sales personnel 





the art of 
TELEPHONE SELLING 


By C. L. Chuck’ Lapp, Ph. D. 


Consulting Editor, MODERN STATIONER 


De you know the art of telephone 
selling ? 

If you don’t, better consider it. 
The telephone can serve you valiantly 
in several ways if you master this vital 
art. It can be made an important med- 
ium for increasing your sales. It can 
be a great time saver, and it can list 
numerous plus advantages. 

Let's look at what it can do . . and 
how. 

Consider the phone as a builder of 
sales. Plant the idea on_ successive 
calls that if something comes up you’d 
like to be called. Too often orders are 
placed with the first salesman who 
visits or calls after the buying impulse 
develops, and ng matter how often 
you call you can’t always be first. 
Even if you suggest and partially suc- 
ceed in getting customers to hold or- 
ders for you, this can never become 
truly effective. 

So, you can suggest to the buyer to 
call you by saying a variation of one 
of the following: 

“You know if you do need any in- 
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ventory fill-ins, we are as close as 
your telephone.” 

“Certainly would appreciate it if 
you would call me if there is some- 
thing you need so that we can show 
you how we really want to be of ser- 
vice to you.” 

“If additional needs occur before I 
come back I would appreciate it if 
you would call me at (number.)” 

“To facilitate your reaching me 
with any telephone orders, I would 
like to leave my telephone num- 
ber with you.” 

If you leave your firm’s number 
and your own home number there is 
a much higher probability an account 
will call you when an awareness of a 
need becomes evident. 

If a customer can reach you only by 
long distance, it may be well worth 
it to encourage him to call at your ex- 
pense to place an order. Such tele- 
phone business can become plus bus- 
iness that otherwise you probably 
would never get. 

The telephone can be further used 


with certain accounts to save time. 
Calling before driving across the city 
or some distance, particularly to some 
isolated account, to find out if the 
owner or buyer will be in can be a 
significant time-saver. In fact, some 
customers if you let them know you 
are coming will arrange their sched- 
ule to make some uninterrupted time 
available for you. 

The telephone may be used as an 
interim device to sell certain carefully 
selected accounts between personal 
calls. From experience and your 
knowledge of buyers it must be de- 
tected whether a buyer will appreci- 
ate, resent, or even reject such selling 
telephone calls. 

Many salesmen have used the tele- 
phone as as excellent method of fol- 
lowing up and qualifying all inquiries, 

No doubt a few salesmen who after 
once finding the power of telephone 
selling have overworked it entirely to 
the neglect of their personal relation- 
ship with customers. This, then, is a 
danger point worthy of note. 

The mastery of the proper use of 
the telephone is well worth the time 
and effort of any salesman. It has 
many other plus advantages. Time 
that might otherwise be unproductive 
can be used in this manner. If you un- 
fortunately were sick for a period of 
time, you might still be able to stay 
in contact with buyers that otherwise 
would lose contact with you. Those 
days which might be lost because of 
hazardous road conditions can be 
made productive through the use of 
the telephone. If for any other reason 
you can't make a personal call on an 
account that you regularly stop to see, 
call the buyer even though you do not 
make calls on an appointment basis 
and let him know that you will not 
be there. The telephone, too, may be 
an excellent variation in following up 
a sale to ascertain that the account 
is satisfied. 

To approach telephone selling con- 
vince yourself of its value. Just take 
three hours on the phone and com- 
pare your results with three hours in 
the field. 

If you are then a believer, let the 
telephone work for you and gain the 
plus benefits. 

First, however, you must be certain 
your actual handling of the calls is 
flawless: Here are suggestions in that 
connection. Your Voice! 
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No one is too much interested in 
those who seem to have a dead pan 
expression. When meeting a custom- 
er face to face, poor diction or an 
unplcasant voice may be excused be- 
cause Of a winning smile or a warm 
personality. When. you talk over the 
telephone your voice, and your voice 
alone 75 you. 

In telephone selling all means of 
dramatization must be verbal. Word 
pictures and the projection of your 
personality must be entirely accom- 
plished by means of words. The same 
courtcous treatment accorded a buyer 
in personal visits must be projected 
to telephone customers. You can 
smile with your voice. You can laugh 
with your voice. And, unless you are 
careful you can frown or glower un- 
intentionally with your voice—and 
lose a customer. There are a :number 
of things, such as the following, 
which, unless attention is given to 
them, can affect the voice impression: 

1. Speak into the mouthpiece hold- 
ing the transmitter directly in front 
of your lips. 

2. It is usually recommended that 
your lips should be about a half inch 
from the mouthpiece. If your mouth 
is directed even two inches to one 
side or another, the listener may not 
be able to hear you. 

3. Speak slowly. The listener can- 
not see your actions or watch your 
lips move and thus cannot under- 
stand you or follow what you say at 
the same rate as would be possible in 
face-to-face conversation. 

4. Speak with just enough volume. 
If you are asked to repeat again and 
again, then you probably are not talk- 
ing into the transrhitter, talking too 
loud, or not talking loud enough. 
Talking too loud can be just as inef- 
fective as talking too softly, for too 
much volume will cause the sounds 
the listener receives to be muffled and 
somewhat “‘staticky’’. 

5. Speak each word distinctly. Each 
syllable and word should be clearly 
formed. Particularly bear down on the 
final “d's”, “ings”, and other such 
endings. Avoid speaking with a pen- 
cil, pipe, cigar, or cigarette in your 
mouth. Such impediments are certain 
to hamper the distinctiveness with 
which you speak. 

Your Telephone Manners 


1. When answering the telephone 
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tell the listener who you are. For 
example, “Joe Bedford speaking, 
Stationery Supply Company” or “‘Sta- 
tionery Supply Company, this is Joe 
Bedford.” If you answer, ‘Hello,’ 
or “Yes’’ the caller may not be quite 
certain who he is speaking to or that 
he has the correct number. 

2. If you leave the phone during a 
call, tell the caller just what you are 
going to do. Say, “Hold the line, 
please; I'll find out for you,’ or 
“Hold the line, please, I will see if 
he is here.” 

3. If it is going to take some time 
to get information asked for by the 
caller, find out if he would prefer to 
wait or have you call him back. 

4. Listen attentively to the custom- 
er in order to follow details of what 
is wanted and also to detect the mood 
and perhaps even the character of the 
customer. 

5. In taking telephone orders re- 
peat what you put down with respect 
to items, quantities, prices and sizes 
to make certain that mistakes will not 
occur. 

6. Thank an account for phoning 
an order. Such appreciation will en- 
courage a customer to repeat your re- 


lationship by telephMe. 


7. Never hang up until you are cer- 
tain the conversation is finished. Wait 
for the receiver to click at the other 
end. When you do place the receiver 
down avoid slamming it down. 

When Calling A Customer 

1. Be certain you are calling the 
correct number and that you know the 
full name of the person you want to 
talk with. 

2. Be ready to speak when the 
called person answers. 

3. Be certain you have something 
definite to offer which will gain at- 
tention from the listener. (It may of- 
ten be helpful to go over a buyer's 
purchasing record before making a 
call.) 

4. Be aware of the time and call 
customers during the week or at the 
time of the day which you find that a 
buyer will be most receptive to your 
telephone call. If you sense a person 
called is busy, offer to call him back 
at some time that the person called 
suggests. 

5. Be brief and don't try to sell a 
large number of items in your line 
or engage the prospect in long dis- 
cussions. (You may be able to do it 
a few times, but ultimately your tele- 
phone calls may become unwelcome. ) 





A display window at 
the rear of the store is 
a novel plan that has 
proved most effective 
for Panorama Station- 
ers in Panorama, 
Calif. Because of the 
constantly increasing 
numbers of persons 
using the rear en- 
trance from the store’s 
enlarged parking lot, 
the above display win- 
dow was installed. 
Presumably because 
the front window is 
“just one of many 
along the street,”” the 
back window has prov- 
ed more effective in 
attracting attention 
to its merchandise. 





REAR WINDOW DISPLAY 

















Presented here are words of advice . . . of 
suggestion . . . of urging. They have 

been spoken repeatedly across the country in 
recent weeks by leaders in the stationery and 
office equipment field. They have been spoken 
in hopes that they will help you. 

Why not listen? 


SPOKEN 
TO YOU 


+d early April Ivan Allen, Jr., president of the Nat- 
ional Stationery and Office Equipment Association, 
and members of the “President's Troupe” have tirelessly 
toured the country to speak at regional meetings of the 
association and to offer a wealth of information designed 
to be helpful to both members and non-members in the 
industry. 

By the end of June the group will have talked at 
each of the 14 regional meetings, and offered information, 
advice, suggestions and urgings in words based on vast 
experience and research. 

Besides President Allen, who is president of the Ivan 
Allen Company in Atlanta, Ga., speakers in the group are 
Louis M. Brown, president of Eberhard Faber Pencil Com- 
pany; Dr. Ralph DeArmond Cies, research consultant; 
Ken White, outstanding designer, and Folger Fellowes, 
president of Bankers Box Company. 

Paul Mailloux, sales manager of the Eberhard Faber 
Pencil Company, substituted for Brown on several occa- 
sions, delivering the same address. 

For the stationer who missed the opportunity of hear- 
ing the words which were spoken to him, the following 
excerpts from the speeches are presented: 
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“1 AM A STATIONER” 


By Ivan Allen, Jr. 
President of Ivan Allen Company, Atlanta, Ga. 
President of NSOEA 


\Y bpsose Chairman .. . gentlemen of the association . .. 
| guests ... 1 would prefer, if I may, to appear before 
you tonight NOT as president of NSOEA, but rather as a 
stationer, successful as a business man, proud of my indus- 
try and backed up by a firm which has a history of 58 
highly successful years .. . 

We are engulfed in this country today in a strange 
whirlpool, a philosophy of bigness, a kingsize complex 
. . . but the bigger it grows the more horsepower it takes 
to run it. 

We are an industry of small businesses. Even our 
principal manufacturers are relatively medium-sized com- 
pared to the big boys in other industries. We need not 
suffer an inferiority complex, (for) the business of the 
individual operator can be strong. 

But we do have problems . . . (and) NSOEA is an 
organization which recognizes the many problems with 
which the stationer is confronted and offers an opportun- 
ity for a free exchange of information to aid in the solu- 
tion of these problems. It is some of these services (of 
NSOEA) I would like to suggest tonight as a means of 
improving business. 

I would say basically there are four fields in which 
stationers certainly can improve . . . uniform accounting, 
inventory control, personnel selection and merchandising 
promotion. 

Perhaps the most important of all . . . is the uni- 
form accounting system. Without it, comparisons within 
the industry are futile. Until your association was in 4 
position to secure a standardization of information that 
would show a comparative position between dealers, it 
could not prove satisfactorily the desirability of the other 
factors of successful operations. Today, it can. 

The second important aid of our business—inventory 
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control—has been the bulwark of our business operation 
since 1925. I earnestly believe that it is the most impor- 
tant single function of our business. Almost every other 
important function of our business from a merchandising 
viewpoint centers around inventory control. 

There are dealers who still count as valuable every 
item of merchandise in their store. They lead themselves 
into the belief that they are still capable of bringing 
a profit from items over a year old. Another dealer thinks 
he is making money while he is counting merchandise the 
manufacturer discontinued years ago. This is a costly and 
foolish misnomer. 

Purchases must be controlled in relation to sales. 
Obsolete material must be moved. Inventory which can 
not be turned into dollars must be written off. In relation 
to cost of sales and the cost of inventory, the merchandise 
turnover must be in excess of two and one-half to three 
times per year. We can fortify ourselves (against loss) by 
following the principles set out in the NSOEA Inventory 
Manual. 

The great common lament in our industry arises 
from . . . selecting really GOOD salesmen. I know of no 
intangible cost in our business today as imposing as that 
of choosing capable and competent sales personnel. Here, 
once again, your association has attacked the problem, The 
Klein Institute prepared a Pre-Employment Testing and 
Sales Applications Manual for dealer and manufacturer 
members (to aid in solving this problem.) 

The latest addition to the more than 100 services your 
association now offers is the April-May-June quarterly of 
the Merchandising Guide. What can be more valuable 
than to be freely armed with the ammunition to sell the 
products that keep you alive? 

Now is the time to do these things, for the country 
now stands at the highest peak of prosperity. By habit 
we business people have always had to look at such peaks 
of prosperity as the edge of a precipice over which we 
fear that we will fall as soon as the business cycle starts 
its downturn, Rather than being pessimistic and building 
up a gloomy atmosphere, it is just as easy to develop the 
thought from an optimistic and pleasant view that we 
might have reached a new plateau . . . and that we are 
just now beginning to enter into a period of prosperity 
and wholesomeness that we have not ever heretofore 
known. 


“MERCHANDISING MAKES MONEY” 


Jofscandising in the form of intelligent and compre- 
*"*% hensive use of advertising and sales promotion can 
make money for you. 

The phenomenal growth of our industry has been due 
in no small part to the intelligent use of advertising 
and promotional aids. The continued growth of the indus- 
try will be measured by the manner in which we develop 
and use promotion and modern merchandising methods 
to the best advantage. 

But, it is up to the stationer to have a knowledge 
of where the market is and its size and what is required 
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By Louis M. Brown 
President of Eberhard Faber 
Pencil Company, Brooklyn, 
N. Y. 


Vice President of Manufactur- 
ers Division, NSOEA 


to serve it, and ways to translate this information into 
sales. But merchandising, the art of moving people to move 
goods, has as its key word “planning.” There must be 
accurate timing and coordination of the steps of our mer- 
chandising, advertising and promotion program. 

This planning and strategy is the secret of successful 
merchandising. Plan! Plan as much as a year in advance! 

And the ultimate result of this planning and strategy 
is ever conceivable bit of equipment that you can effec- 
tively and efficiently use—from direct mail and statement 
stuffers to newspaper mats and catalogs, counter cards, 
window displays and other hints for store modernization. 

If all of us do our part—using every available aid 
which we have at our disposal, then—MERCHANDISING 


will make money. 


“DYNAMIC 
FURNITURE 
PRESENTATION - 
PART II” 


By Ken White 
Ken White Associates 
Westwood, N. J. 


QO" business is planning stores. Our business is also 
referred to as design—industrial design. Industrial 
design begins with research and we arrived at certain an- 
swers and questions by going to 25 stores in ten states. 

The things that we were concerned about were some 
things you were doing in your business that others did not 
do. We questioned the arrangement of plans, color patterns, 
lighting, and cross-merchandising of one department to 
another. Then we questioned the whole background of 
styling. 

The idea of planning is to take merchandise and 
break it into groups or classifications and then relate the 
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departments into logical sequence. . This is the first 
thing you don’t do. In other words, a desk is nothing. 
But, a desk with a chair begins to be a working unit... . 

Next we were concerned with the amount of merchan- 
dise you put in a store. .. . We need more merchandising 
better displayed in the same area of space in order to build 
higher volume. .. . 

Also we found you were not building suggested dis- 
play background. You weren't in the building business, 
yet you were trying to build exact replicas of possible offices. 
We suggest this isn’t required. 

Then there is the problem of controlling persons, mak- 
ing them walk fast and then slow. This traffic control can 
be accomplished by bringing people into a funnel through a 
carpet leading to the particular furniture presentation. . . . 

Three techniques are needed for successful furniture 
displays: color, interchangeable displays and office acces- 
sories with the furniture. . . . 

Answers to these problems can be found in a new 
management manual which has been prepared by the As- 
sociation. It gives a series of check lists for you to follow 
as you go through specific operation . . . . And, it gives 


the whole story on building model offices and the sizes; 
tells about signs and chair display; light; floor treatments; 
and traffic flow. 


“BETTER 
MANAGEMENT-- 
HERE’S HOW” 


By Dr. Ralph DeArmond Cies 
Research Consultant 





Meo of you are here today because quite frankly you 
1¥ Hare worried. You are worried about your stock turn. 
You are worried about your gross profit. You are wor- 
ried about your cost of doing business. You are worried 
about your rent. You are worried about your wage costs. 
You are worried about your net profit. 

I would like to prove that 
needless. 

Why do you have so many worries? Perhaps the 
first and foremost (reason) is the fact that most 
of you operate not one but many businesses. You operate 
a store. You sell outside and solicit from businesses. You 
sell for cash. You also sell on credit. Frequently you sell 
on a time basis as well as on a charge basis. In addition 
to selling office supplies . . 


many worries are 


. you also sell furniture and 
equipment. Typically, your operation has more variety 
than Ed Sullivan’s show on Sunday night. 
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Most of you have not only combined the businesses 
you operate, but merged them together in every way pos- 
sible. You have combined them not only physically, but 
also financially. You can not physically, financially or 
management-wise separate your various businesses. You 
have to worry. 

Fortunately . . . your particular problem is no longer 
insurmountable. Some of the top dealers in this industry 
have shown the way. They have separated their businesses 
on paper. They have separated them without physical or 
corporate change without extensive reorganization. 


Most important, they have shared their experience in mak- 
ing their paper separation with your association. 

You can (make the change) with just two manage- 
ment guides: Your Profit Primer and Your Inventory Man. 
ual, 


“THE TRAVELER, 
YOUR FRIEND 
AND CRITIC” 


By Folger Fellowes 
President of Bankers Box 
Company, Chicago, Ill. 
Vice President of Field Division, 
NSOEA 


Vi y few remarks today will be directed mostly to dealers 
-"% attempting to bring to their attention some of the 
many services offered by the Travler. I am suggesting 
that even though you may know your Traveler well, you 
might be overlooking some of the things that a Traveler 
can do for you that will make your business better. 
I want to talk about his two most important functions: 
His link between dealer and manufacturer and his im- 
portance to your organization in helping you increase 
your sales. 

To sum up our Traveler today, he is the important 
link beween producer and the seller, the man closest to 
your problem who can translate these problems into a pro- 
fitable solution—if you give him a chance. And finally, 
he is the important person outside your own organization 
working for you with the many services he can offer to you. 

The Traveler today still carries the stigma of the 
drummer, the back-slapper, the hail-fell-well-met. Today's 
marketing conditions call for something more than this, 
and the Traveler has more to offer than a cigar. Look 
upon the Traveler as one of your most effective selling 
tools. Wring him dry of ideas. He'll love it because that’s 
his service. The Traveler is your friend. Are you heed- 
ing his suggestions? It could pay you to do so. 
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“SCHOOL PAKS’ 


...a volume builder 


This Atlantic City stationer builds sales, traffic and good will 
with a back-to-school merchandising gimmick. School 
supplies in special packages attract students and parents 


EK ver hear of School Paks? It’s 
4 time you did, for they form the 
basis of an outstanding twice-a-year 
promotion for Schiff Brothers in At- 
lantic City, N. J. It’s the type of vol- 
ume-builder that could be helpful to 
many dealers. 

Schiff Brothers features these 
School Paks—that sell by the “doz- 
ens’—at 98 cents but include mer- 
chandise running from $1.10 up to 
$1.50 in value. The promotion takes 
place, of course, at the years two 
back-to-school seasons. 

“For mid-term and after the sum- 
mer we “put up these School Paks,” 
explains Lester Flink, one of the store 
owners. ‘They contain an assortment 
of merchandise in plastic bags that 
are tape sealed. These paks are so 
popular among students that they buy 


two and three at a time, and each 
school season we sell about 300 to 
400. 

The paks are made up of a variety 
of school necessities—pencils, rulers, 
cellophane tape, rubber bands, rein- 
forcements, erasers, lead, etc. Students 
know the individual value of these 
items, and therefore have recognized 
the bargain when it is offered. 

In preparing these School Paks a 
selection. of five, six or seven differ- 
ent items is made. The items are then 
placed on the “‘filling table.’’ One of 
each item is placed in a plastic bag to 
make up a School Pak. When several 
dozen have been made up, five to sev- 
en different items are laid on the “‘fill- 
ing table’’ and a different batch of 
paks is filled. In this way, several dif- 
ferent varieties are prepared. 





THE THREE ‘“‘R’s’’ 


ON DISPLAY 
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“Students can see right through 
the plastic bag and see that their con- 
tents vary,’ explains Flink. ‘That's 
why they will buy two or more paks 
at a time. Some students interchange 
supplies among themselves and in 
this way get an even broader selec- 
tion.” 

The School Paks still afford the 
store a mark-up running from 15 per- 
cent to 25 percent, depending upon 
the assortment. There are no left- 
overs because when their appeal has 
waned, the plastic bags are opened 
and the merchandise replaced on the 
shelves. 

School Paks are promoted during 
“season” in the comic section of the 
local newspaper, but even so their 
popularity is so wide spread that for 
days before they are prepared the 
store is beseiged by students asking 
when they will go on sale. When 
ready, a large sign is placed in the 
store window that advertises ‘‘School 
Paks— 98 cents. Values up to $1.50.” 

The School Paks are displayed en- 
mass on a special counter. Students 
circle this counter, making selections. 

Occasionally we will find a brok- 
en bag” says Flink, “‘but the loss is 
so negligible that we don’t even con- 
sider it. These School Paks have been 
finding acceptance among adults as 
well as students because regular store 
shoppers take a pak or two, either for 
their own use or their youngsters.” 





The time for planning back-to-school promotional displays is again 
here. Although school doors have just been closed, dealers across 
the country are turning their thoughts to the fall openings and the 
important job of supplying millions of students. Displays like those 
pictured here may provide some ideas. 


The school lunch and the apple for the teacher are the novel 
tie-ins used by these windows. The window at the top was used by 
Haines and Essick of Decatur, Ill., while the one at the bottom was 
employed by Olds and King of Portland, Ore. 
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MODERN 


TREND 


The interesting layout of the San Mateo Stationer’s gift department is shown here. Win- 
dow shoppers are presented a better view of all gifts through this arrangement, and 


traffic is increased. 


Self-Selection For Dela 


Among the many stores keeping 
pace with the modern trend of the 
stationery and office equipment in- 
dustry are Franklin Stationers of 
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Art supplies are featured in a separate section of the new San 
Mateo store. The tidy arrangement of this type of material 
is shown here. 


24 





Wilmington, Del. and the San Mateo 
Stationers of San Mateo, Calif. Self- 
selection operations have recently 
been initiated by each. 











The transition for the San Mateo 
store was radical. The store swung 
from complete counter service to 100 
percent self-service with the move 


Social Stationery at the San Mateo store is displayed on a 25- 
foot wall section, providing appealing light and attractive 
display for the items. 
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Pictured here is the corner location of Franklin Stationers in Wilmington, Del., where self- 


—e 


selection and easier parking have pulled traffic to outside the city’s central shopping area. 


into a new store, which has twice 
the floor space its former location 
enjoyed. 

Rigid departmentalization has 
been observed in the new San Mateo 
store, and the latest features of color 
and design employed. 

The store’s office equipment sec- 
tion is located on the mezzanine. 

Franklin Stationer’s new location 
in Wilmington is one block outside 
the city’s central shopping district. 

The new outlet combines station- 
ery and printing operations which 
were formerly in separate locations. 
Approximately 80 percent of the 
merchandise is under self-service, al- 
though there is a special office furni- 
ture display section. 

“Easier parking plus self-service 
has attracted a lot more traffic to 
our new store, and being just outside 
of the central business district in 
no way detracts from the added traf- 
fic we are enjoying,” says Herbert 
Steinberg, president of the firm. 
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Neatness of display at Franklin’s is illustrated in this photo. Using the customary 
self-selection gondola, display is kept tidy and orderly. Shown arranging merchandise 
is Herbert Steinberg, president. 
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Vice President Named 
At Moore Push-Pin 

At the annual meeting of the 
Moore Push-Pin 
Company, makers 
of picture hang- 
ers and push- 





pins, Herbert 
C. Hooks was 
named to the 
post of vice pres- 
ident in charge 
of sales. 


Hooks has 


Hooks 
been with the firm for 25 years. 


Two Receive Awards 
At NOMA Conference 

Two men were presented with 
awards at the annual conference ban- 
quet of the National Office Manage- 
ment Association’s conference and ex- 
position held May 21st to 24th. 

W. Miller Bennett, vice president 
of finance, Inland Container Corp., 
Indianapolis, Ind., received the Lef- 
fingwell medal for outstanding tech- 
nical contributions to the profession 
of office management. 

Carl N. Jacobs, president of Hard- 
ware Mutuals, Stevens Point, Wis., 
was given the Fellowship award in re- 
cognition; of outstanding achievement 
by an excutive who has advanced 
through the work of the office to a 
top management position. 


Todd Names Assistant 
General Sales Manager 
The —appoint- sll 
ment of Gor- 
don G. Min- 
ter as assistant 
general sales 
manager has 
been announced 
by the Todd 
Company. 
Minter has 
been Los Ange- Minter 
les branch manager of the Charles R. 
Hadley Company. His headquarters 
will be in Rochester, N. Y. 
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O. C. "CiirF” HALVERSON, Midwest Beach-Company, Sioux Falls, S. D., 
and vice president of NSOLA distributor's division died of a heart attack June 
3rd while attending the LDisirict 7 regional meeting in St. Paul, Minn. 

* * * 


The Globe-Wernicke Company has completed negotiations for the purchase 
of the real estate now occupied by the firm, it has been announced by R. Herman 
Hammer, president. 

The property, located in Norwood, Ohio, comprises 15~“acses of land, exten- 
sive brick buildings with over a million square feet of floor space. 

* * * 

Completion and dedication of the Electronic Division of the National Cash 
Register Company, Hawthorne, Calif., took place recently. 

The new building has 52,000 square feet of space and construction costs 
approximated $1 million. It has a structural steel frame with brick walls and a 
facade of travertine marble. 

x * * 

Old Town Corporation announced the establishment of Old Town Interna- 
tional Corporation, with manufacturing and distribution facilities in Cali, Colombia, 
and Old Town Pacific Corporation with similar installation in Manila, The 
Philippines. 

The officers of both new corporations are: JAMES H. MCGRAW, Jr., president; 
EMMETT L. TaBAT, executive vice president; and ALFRED O. P. LEUBERT, 
secretary-treasurer. The sales manager for both conporations is J. N. KHAZZAM. 

x * 

New and bigger offices have been opened by “a West Coast office of 
Facit, Inc., San Francisco. 

The firm is now located in the Russ Building, 

* * 

MortiMeR H. CuutTe, president of Bainbridge, 
New York, has been appointed chairman of the 
Division of the Greater New York Fund. 

About 425 agencies serving all faiths and nationalities in Greater New York 
will share in the benefits of this social enterprise. Those stationers wishing to 
participate may send checks to Chute at 218 Greenwich Street, New York City. 

* * * 


235 Montgomery Street. 
% 


Kimpton & Haupt, Inc., 
Stationery and Supplies 


Newly elected presidcnt of the Chicago chapter of the National Machine 
Accountants Association is WALTER J. WOLFORD. 

He is accounting services manager of the A. B. Dick Company, manufacturer 
of duplicating equipment and supplies. The Chicago chapter will be host next year 
to the N.M.A.A. national conventon and one of Wolford’s duties will be to work 
with the national office in planning for this meeting. 

* * * 

BENJAMIN J. BUTTENWIESER was elected a director of American Lead 
Pencil Company. 

He is a limited partner of Kuhn, Loeb & Company, a director of Benrus 
Watch Company and a director of Unined Artists’ Theatre Circuit, Inc. 

* * 

Shareholders of Horder’s Inc., Shines office supply firm, added Stuart S. 
BALL to its board of directors at the firm's annual meeting May 16th. 

Ball is a member of the Chicago and American Bar Association, Sidley, Austin, 
Burgess & Smith, and a trustee of the Chicago Association of Commerce and 
Industry. 

* * * 

The Otten Brothers Company, Detroit, Mich., announces the appointment 

of RussELL H. (Bup) MCKENzIE as president. 
# * * 

JosePH I. COALE, JR 
Corporation, Baltimore, 
firm in 1920. 


, has been elected president of the Commercial Envelope 
succeeding the late Howard S. Jones who founded the 


* * * 


New sales director at the Paper Art Company is FRED GULDAGER. 

He was previously assistant sales director and has been associated with the firm 
for four years. He succeeds RoBERT E. FisHBACK, who resigned to launch a new 
company, Flamingo Paper Products, 


Miami. 
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The smaller they are... 
the longer they buy! 
You can build a thriving back-to-school 
business — and it’s well worth the effort. 
It means good, profitable sales right now! 
i The youngster you bring into your store 
F will be tomorrow’s purchasing agent, 
— businessman, secretary or teacher. 
in & 
* 4 Stock and display the complete line of 
Dennison School Supplies. It’s the best 
. way of saying you’re ready to fill all 
back-to-school needs. 
* *If you would like a folder listing the Dennison 
- School Supply Line, send your request to: 
a S) * 
” FRAMINGHAM, MASSACHUSETTS 
chi sieht 
of 
BIGGER CHRISTMAS PROFITS 
rk 
to 
ne 
er 
ar 
rk , 
ad 
S. 
nd Two books full of best-selling designs priced for 
the volume market... backed by fast service 
ent east ULity, you can count on. 
* a 
“a s Pt "ty SEND FOR YOUR 2 FREE BOOKS TODAY! 
the - = [x re = =—hrc lc ( te MM ee 4 CL wai a ns 
. Greentree Publishers, Inc., Box 1513, Boston 4, Mass. 
om : . Please send me your 2 FREE books of 1956 Personal Christmas Card designs. 
= aM ee ee oe NR oe Bee eed 
" ve Mi Le ae i 
J , Wet Wy SS <ahindiciiinmaaiieals od 
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Tempo Names 
Sales Manager 

The appointment of Bob Cohen as 
sales manager of the Tempo Com- 
pany has been announced. 

Cohen will direct sales of the lines 
of copying machines, photocopying 
machines, photocopying equipment, 
stencil duplicating equipment and du- 
plicating equipment. 


Sales Training Manager 
Named at A. B. Dick 

Vincent P. Lynch has been appoin- 
ted sales training manager at the A. 
B. Dick Company, manufacturer of 
duplicating equipment and supplies. 

Lynch joined the firm five years 
ago as a market analyst, and in 1952 
was named a district sales manager. 
In his new position he will direct 
sales and service training course of- 
fered at the Chicago headquarters. 





“PEN-0-RAMA™ 


By Lindenware 


DESK SETS 


New Line — New Thinking — New Ideas 


Unique, Novel, 


Attractive and Useful Desk Sets complete with pens, 


finished in Sunshine Brass. Standard well-known refills will fit pens. 
Their good looks will make them BEST SELLERS. 


#301—Cadette—Stationery Hold- 
er complete with two pens. 


#303—Smoker — Complete with 
ashtray and two pens. 


#305—Pens & Clips — Complete 
with tray and two pens. 


Every . ot @ $3.00 Seller — Yours to sell for $1.98 up. COST: $14.4 


eet 
> 


— 
#302—Planter — Complete with 
planter cup and one pen. 


| 
| wif 


a OT cane — Complete with 
two pens. 


#306—Memo Tenda-Complete 
with pad and two pens. 


er dozen 


— PA NG: 2 doz. to carton (choice of any two styles) individually boxed — 


canon os Net 30 days F.0O.B. New York City — DELIVERY: 


immediate. 


me choice territories available for representation. 


Advertising Plan Available. 


LINDENWARE COMPANY 


51 GREENE ST., NEW YORK 13, N. Y. 
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Retirement Announced. Mrs. Mabel 
Mandeville Elmer, left, better known as 


“Mandy” has announced her retirement 
from the Eberhard Faber Pencil Company 
after more than 40 years of continuous 
service. Pictured left to right with Mrs. 
Elmer are Mr. Elmer, Mrs. Faber, Mr. 
Brown and Mrs. Brown. 


Wilson Jones Promotes 
Three Sales Executives 

Three men at Wilson Jones have 
been given promotions according to 






Gould 
an announce- 
ment by John H. 
Behr, 
ager. 

H. P. Gould 
has moved up to 
sales manager of 
the central divi- 
sion. at the same 
time Paul Sarno 
was promoted to 
sales manager in Chicago and Al 
Turner of Oklahoma City was moved 
up to the same position in the South- 
west. s 


sales man- 


Turner 


Lowman Elects 
New Officers 

Lowman and Hanford Co., Seattle 
stationer, bookseller and office sup- 
plier, has announced new officers fol- 
lowing its purchase by J.K. Gill Com- 
pany, Portland. 

Named director and vice president 
is John W. Tuttle. Other appoint- 
ments include J. H. Belch, treasurer- 


controller; Jonathan Edwards, secre- 
tary; Hal Johnson, retail store divi- 
sion manager and Robert Stewart, 


sales manager. 
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STATIONERS CAN AND DO SELL BUSINESS FORMS 


at a profit. The easiest way is the Hano 











way... a complete line of Continuous ~ *In actual writing tests by New 
and Snap-a-part Forms... with full LS York Testing Laboratories, Inc., 
Dealer protection. MONGOL No. 2 pencils aver- 
Hano Forms carry your im rint, are shipped aged 16,230 words per pencil, 
under your label and billed to you. You which at the retail price of 74¢ is 
will find new profits in this top-quality 2,162 words per penny. Large 
line .. . no headaches! Like other Hano lots mean even more savings. 
Dealers, you'll keep your Specialized Forms —— 
Business away from competition. NOW is Economy's only one 

1 Al se ae fe start... look into a Hano reason why Mongol is 15¢ 

ealership. h f : 
noved P paocl ay <sscerl gaaneadieels CO 
;outh- —_ west of Rockies 











the complete line of Hano | 


@ ern This colorful 8-page folder shows 
> © ® Mongol writes blacker with less bear- 


Business Systems .. . including 





Snap-e-parts, Continuous Carbon, | ing down...makes writing easier. 
and Autographic Register Forms. | d @ Mongol needs less sharpening . . . the 


an @ ) Available on request to | 


ae 1 yal C | 0ints don’t snap or crumble. 

seattle ok established Stationers in the | I I ph nape 3 

- sup: ; South, Southwest and Midwest. | @ Mongol erasers are “Pink Pearl” qual- 
: foc . | ity, America’s favorite for smoothness. 
Com- @ Mongol alone has new bull’s eye de- 


General and Sales Offices: | Warehouse and Branch Plant ; ae 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS | gree marking for spot identification. 


sident Trademarks Reg. U. S."Pat. Of. 





| Since 1849 
)point- 
secre: PRINTED MANIFOLD SYSTEMS SINCE 1686 | its = ‘ wri ° 
» divi- PHILIP puts quality ~ ting 
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Tear out this advertisement — write in on 
your company letterhead for a free sample 
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Variety of Entertainment At 
NSOEA Regional Meetings 


A great variety of entertainment, 
along with provocative business 
speeches and discussions, were en- 
joyed by stationers at widely-scatter- 
ed points across the country during 
April and May as over half the Nat- 
ional Stationery and Office Equip- 
ment Association’s regional meetings 
were held. 

At Miami Beach, where District 4 
opened the 1956 series of regionals, 
a ‘“Tropical Nightmare Party” by the 
Southern Travelers Club was one of 
the features. In Cincinnati, at the Dis- 
trict 5 meeting, stationers were treat- 
ed to an Ohio River boat trip by that 
district's Travelers’ Club, and _ the 
Midwest Travelers hosted a Chuck 
Wagon buffet dinner at Omaha's 
District 8 meeting. A Gay Nineties 
party as part of the District 10 fes- 
tivities at Casper, Wyoming, and 
others had entertainment of equal 
appeal. 

The entertainment, as varied and 
attractive as it has been, did not 
“down-stage”” the important business 
aspects of the meetings. The ‘‘Presi- 
dents Troupe” of NSOEA provided 
the bases for unusually informative 
and helpful business sessions and dis- 
cussions. Excerpts from the speeches 
of the touring troupe can be found on 
page 20 of this issue. 

Besides the ‘President's Troupe”, 
the business sessions of the regionals 





Shown checking over the program are 
two men on whom convention responsibil- 
ities fell at the Sixth District meeting. 
They are Giles Keithley of Jacquin and 


Company, co-chairman, and Eugene 
Cronex of Business Equipment Company, 
convention chairman. 
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have been enhanced by prominent 
businessmen of the various areas and 
local and state officials. 

In all April and May saw nine of 
the 14 regional meetings conducted, 
the others being scheduled for June. 

Regional officers were, of course, 
elected at each meeting, and Travel- 
ers’ Clubs also named new slates in 
some instances. New officers of the 
first five districts to hold their con- 
ventions are listed below. 


District 4: 
Governor Joseph L. Alvarez, 
Chesnut Office Equipment Company, 
Gainesville, Fla. Vice Governor — 
Joseph T. Kilpatrick, Carithers-Wal- 
lace-Courtenay, Atlanta, Ga. Lieuten- 
ant Governors Alabama, D. D. 
Russen, Zac Smith’s, Birmingham; 
Georgia, Tommy Olmstead, American 
Printing and Stationery Company, 
Macon; North Carolina, Sam T. Wyr- 
ick, Wyrick’s, Greensboro, and Ten- 
nessee, W. L. Cooper, Cooper Office 
Equipment Company, Johnson City. 


Southern Travelers: 

President — Sam Orr, Atlanta, Ga. 
First Vice-President — Phillip Rhodes, 
Atlanta, Ga. Second Vice President — 
Ralph Hilburn, Greensboro, N. C. 
Third Vice-President — George Slater, 
Decatur, Ga. Secretary-Treasurer — 
Charles H. Hucke, Atlanta, Ga. 





Paul Burbank, executive vice-president of 
the National Stationery and Office Equip- 
ment Association, is shown here discuss- 
ing association material with the new 
governor of the Fifth District, Gene Gren- 
on, at the Cincinnati meeting. 





New officers elected at the District 5 
convention at Cincinnati are pictured 
here. They are (left to right): Harry E. 
Moton, Indiana lieutenant governor; Paul 
S. Foster, W. Virginia lieutenant gover- 
nor; Thomas W. Wilson, Kentucky lieu- 
tenant governor; Gene Grenon, governor; 
Mrs. Ellen May,  secretary-treasurer; 
Henry H. Sears, Ohio lieutenant governor, 
and Hanley Morgan, vice-governor. Not 
present was Howard Austin, Michigan 
lieutenant governor. 


District 8: 

Governor Sidney S. Anderson, 
Latsch Brothers, Inc., Lincoln, Neb. 
Secretar) Jack W. Coleman, Cole- 
man Office Supply Company, Wichita, 
Kans. Treasurer — Howard J. Blanch- 
ard, Fiddler's, Inc., Kansas City, Kans, 
Lieutenant Governors — lowa, C. W. 
Emarine, Emarines, Council Bluffs; 
Kansas, Cuba C. White, Southwest- 
ern Office Supply, Wichita; Méssouri, 
Howard K. Hendricks, Allen Marking 
Products Company, Kansas City; Neb- 
raska, R. R. Bricker, Bricker Typewri- 
ter Company, Norfolk; Oklahoma, E. 
C. Tollefson, Bartlesville Stationery 
Company, Bartlesville, and Texas Pan- 
handle, Lloyd Griffith, Elliott Office 
Supply Company, Amarillo. 


District 9: 

Governor — Marvin Hartung. San 
Antonio, Tex. Secretary — C. W. 
Chancellor, Jr., West Texas Office 
Supply, Midland. Treasurer — Willis 
Lowe, Fort Worth. Liewtenant Gover- 
nors — Texas, Earl Story, Story- 
Wright, Inc., Tyler; Arkansas, E. L. 
Lewis, Little Rock; Méssissippi, W. G. 
Kimbrell, Greenville; Louisiana, C. J. 
Latil, Baton Rouge. 


District 5: 

Governor — Gene Grenon, Leon- 
ard’s Office Supply Company, Detroit, 
Mich. Vice-Governor — J. Hanley 
Morgan, Morgan’s, Inc., Huntington, 
W. Va. Secretary-Treasurer — Mrs. 
Ellen May, May Office Service, Beck- 
ley, W. Va. Lieutenant Governors — 
Indiana, Harry E. Morton, Indiana- 

(Continued on page 32) 
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No. 6032 
Size 60” x 32” 

List Price $123.90 
Less our Usual Discount 
Matching Secretarial Desk 
No. 6032-T—$143.90 List 














220 Institute Place 


Special Low-Priced Leg-Style Wood Desk 


—OAK—WALNUT—MAHOGANY— 


The Beat Buy in the Office Qurniture Field! 


FEATURES 
Tops—full 11%” thick 


Genuine Walnut 
Combed Oak 


File Drawer 

Panels — Walnut and Oak 
Walnut and Oak Slides 
Full Lock & Locking Device 


s 
All Oak interior. 
Write for Literature on our Complete Line of 
DESKS — TABLES — COSTUMERS 
manufacturing company 
* Chicago 10, Illinois 























Carbon Papers 
and 


Typewriter Ribbons 


The WRITE Way 
is the SURE Way to SALES 


WRITE Carbon Papers and Typewriter 
Ribbons are long-standing favorites with 
office managers who want the best in 
office sup a a the best results from 
their staffs. ey find that WRITE’s 
easy-to-handle carbon papers make more 
copies, cleaner carbons, and are 
economical to use. They know 
WRITE SA gage = ribbons pro- 
duce clear, — ormly 
aoe letters—an last longer, 
too 














ing pieces! 


Sell your customers on WRITE 
- . - and the = come back 
time after t for WRITE’s 
high-qualit Typewriter Rib- 
bons and Carbon Paper. 


Fer Volume PROFITS--Feature WRITE 


Happy Holiday 


View the complete line in our new 


Just use the handy order blank below, 
and send for YOUR copy today. 


an announcement of special interest 


Paper Art’s NEW 


Fall and Christmas Line 


is Ready NOW! 


The most complete, most beautiful fall and winter-holiday line 
we've ever shown! 


Featuring 


Holiday Holly—our NEW Christmas ensemble with eight match- 


Plus these special items: 


A new Thanksgiving design, New Boxed Gift Napkins, Christmas 
tray and snack plates, a Special Christmas Cup! 


Catalog Supplement. 





Send for Samples and Discounts Paper Art C 
Today! 


PROMPT DELIVERIES 


WRITE 





Store Name 


ompany, Inc. * 24 yrs. in America’s fine stores 





3500 North Arlington Avenue, Indianapolis 18, Indiana 


@ Please send us your 1956 Catalog supplement, and order blank, 
and your 1956 Catalog. 





INCORPORATED 


420 Lexington Ave., New York 17, N. ¥. 





Factory: Bridgeport, Conn. 
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(Continued from page 30) 























Officers of the Fifth District Travelers’ 
Club elected at the Cincinnati meeting 


are shown here. Left to right, they are 
Lloyd Landenberger, vice-president; Frank 
Graham, president; Arthur R. Frey of 
Cincinnati, immediate past president, and 
Harry Howard, secretary. Treasurer C. 
B. Clark was not present. 


polis Office Supply Company, India- 
napolis; Kentucky, Thomas W. Wil- 
son, Wilson's Book and Stationery 
Company, Paducah; Michigan, Howard 
Austin, Office Supplies, Inc., Muske- 
gon, Mich.; Ohio, Henry H. Sears, 
Franklin Printing and Engraving Com- 
pany, Toledo, and West Virginia, Paul 


S. Foster, Standard Printing and Pub- 
lishing Company, Huntington, W. Va. 


Fifth District Traveler’s Club: 

President — Frank N. Graham, 
Rocky River, Ohio. Vice-President — 
Lloyd Landenberger, Columbus, Ohio. 
Secretary — Harry Howard, North 
Olmstead, Ohio. Treasurer — C. B. 
Clarke, Cleveland, Ohio. 





New officers of District 6 are: left to 
right; Ray J. Eichenlaub, Service Steel 
Products, Chicago, treasurer; S$. W. Mac- 
Donald, Commercial Stationery, Chicago, 


lieutenant governor; Byron Johnson, 
Johnson Office Supply, Kankakee, Iil., 
governor; Sid Allen, Chicago Stationers, 
secretary and Jess Sutton, Woodbury 
Book Co., Danville, Ill., lieutenant gover- 
nor. 
















Pictured here are Hugh Reeves, im- 
mediate past governor of District 6, his 
wife and daughter. The Reeves were 
photographed beside an elaborate table 
of refreshments during an evening's 
dancing program. 


District 6: 

Governor — Byron Johnson, Byron 
Johnson Office Supplies, Kankakee, 
Ill. Secretary — Sid Allen, Chicago 
Stationers, Chicago. Treasurer — Ray 
Eichenlaub, Service Steel Products 
Corp., Chicago. Lieutenant Governors 

Wisconsin, Chet Racine, Racine’s 
Office Supply, Green Bay; I/linois, 
Jess W. Sutton, Woodbury Book Com. 
pany, Danville; I//inois, Stu MacDon- 
ald, Commercial Stationery Company, 
Chicago. 









Specializing in CHRISTMAS 


@ STYLED 
en 





“ 


Peng 


@— 100% DELIVERY SERVICE 


A 





“A STAR” AND “STARLITE” ALBUMS 
NAME IMPRINTED CHRISTMAS CARDS 


BOOKS READY JULY 1ST 


TURNER & PORT 


1233 Main Street 





Cards only Since 1916 


SMARTLY 


pe VALUE DRICED 





ACCOPRESS 


BFC 
BINDERS 


ie | 4 
<d ; 
— 


Have YOUR custo- 
mers seen the BFC 
Accopress Binder? 
Here’s an item that 
appeals instantly to all 
businesses keeping their files for long time reference. 
Like its big brother the BF binder, it’s made of genuine 
pressboard in five colors. But it also has an adjustable, 
expandable (up to 6”) back flap which provides a tight, 
| flat indexing surface regardless of the thickness of the 
| binder contents. BFC Accopress Binders turn a usef’s 
| files into a library of neatly bound and titled books. You 
can SELL it! See your Acco Catalog. 








WRITE NOW 


ER, INC. 


Buffalo 9, N. Y. 


Aeeco Produets. Ine. 
Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 
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Mosler Appoints 
Vice President 

The election of William A. Mar- 
quard Jr., as vice president in charge 
of administration —_— 
was announced 
by Edwin H. 
Mosler Jr., presi- 
dent of the Mos- 
ler Safe Co. 

Formerly as- 
sistant to the 
president, Mar- 
quard joined the 
engineering staff 
in 1952 and later advanced to direc- 
tor of research and engineering. 





Marquard 


Burroughs Export 
Director Retires 

St. Clair Bromfield, export director 
of Burroughs Corporation, retired 
March 31st after 46 years of service 
to the firm. 

Bromfield originated many basic 
machine accounting systems which 
have since become standard practice 
in banking, utility and commercial 
fields. His position of export director 
will be filled by Harold Walters, 
formerly zone manager of the New 
York branch. 


Sales Planning Director 
Appointed At Burroughs 

Richard J. Egger has been named 
to the newly created post of director 
of sales planning for the defense 
sales division, it has been announced 
by the Burroughs Corporation. 

In his new capacity Egger will be 
responsible for defense sales fore- 
casting and product planning. 


Sheaffer Awards Prizes 
For Window Displays 

Prizes totaling $1,950 have been 
awarded by the Sheaffer Pen Company 
to its dealers throughout the country 
for outstanding window displays of 
Sheaffer products. 

The three top prizes of $100 each 
went to: Smith Brothers, Oakland, 
Calif.; Altemuller Jewelry, Washing- 
ton, Mo.; and Marshall Office Supply, 
Marshalltown, Iowa. 


Three second prizes of $50 were 
won by Hicks Drug Store, Lavonia, 
Ga.; Buchkosky Jewelers, Minneapolis; 
and John W. Graham Co., Spokane. 

Among those that received $25 
prizes were Schwabacher-Frey Com- 
pany, San Francisco; Fisher Stationery 
Company, Greenwood, Miss.; George 
M. Scott & Sons, Idaho Falls, Idaho; 
J. A. Keaton, Victoria, Va.; McCor- 
mack & Son, Zion, Ill.; and M. A. 
Halvorson, Hettinger, N. D. 
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gen $ 
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Aten - Soll 


Designs capturing the — 
traditional Christmas spirit 


ARE YOU ON OUR LIST? 


Send in your reservation 
for albums now! 


Alden-Scott 
Traditionals 


in top selling tall 
slim shapes 









*Ask about our everyday ‘‘OFFBEATS” 


9055 SANTA MONICA BOULEVARD « LOS ANGELES 46, CALIFORNIA 










Originators 
and Designers 
of Complete 

Line of 


Write for 
FREE Catalog 
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FINE ACCESSORIES FOR FINE DESKS 


This desk set retails for approximately $15. 


REDI-RECORD PRODUCTS CO. 


51 West 21 St. 
New York 10, N. Y. 



























Indispensable reference 
and purchasing guide: 
Artists Supplies 

‘ay Drafting Materials 

‘7 * Papers, Boards, Pads 

* Drawing Instruments 

* Airbrushes & Compressors 
* Craft Materials & Plastics 

* Picture Frames 


* and hundreds of other 
essential art materials 





Write immediately on your 
company letterhead —you'll 
receive this valuable catalog 
by return mail at no charge. 






ARTHUR BROWN & BRO., INC., 2 W. 461n ST.,N.Y. 36, 
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Marking Device Meetings 

Districts 2 and 5 of the Marking 
Device Association held their com- 
bined annual spring meeting in Bos- 
ton on May Sth. 

New officers that were elected at 
the meeting for these districts are: 
Governor, Tom Papaleo; vice gover- 
nor, Harry Leach; and secretary-treas- 
urer, Warren Wales. 

-District 8 held its meeting May 2-4 
to 25 at the Sir Francis Drake Hotel, 
San Francisco. 

' The meeting included reports by 
the various committees, an election of 
officers, and round table discussions. 


Schooley Joins 
Hail Stationery 
It has been announced that Melvin 


D. Schooley, formerly with Thacher, 
Inc., has joined the staff of Hall's 
Stationery Company, Topeka, Kan. 

He was office manager for Moore 
Stationery Company for eight years 
and was with Thacher’s Topeka of- 
fice for two years. 


% 


Training School. Pictured are a number of men who attended Globe-Wernicke’s 





three-day sales training school. In addition to tours of the tirm’s paper and steel 
divisions, the visitors also witnessed demonstrations of leading products made by 


the company. 





International College 
Elects Shea Trustee 

James J. Shea, president of the 
Milton Bradley Company, maker of 
educational games and toys, has been 
elected a trustee of the American In- 
ternational College. 

He is a graduate of Worcester 
Polytechnic Institute and served as a 
member of its board of trustees for 11 
years. Currently Shea is a trustee of 
Mercy Hospital, the Hampden Sav- 
ings Bank and is a director of the 
Union Trust Company and Buxton, 
Inc. 

















TU DOIND 


FRE 
with 12 (a Fisher dozen} 


“We believe that the future of America will rise or 
fall with the success of small independent business. 
Our policies are dedicated to: A more nearly equal 
break for the Independent Merchant. 


The Fisher refill is fair traded at 49c each.” 


R1LC Faku 


Owner of the Fisher Pen Co. 





Fisher 1-FOR-ALL 








Starts easier —writes smoother and better 
than ever before. 

Precision built to insure o greater writing 
ease. 


New improved design—now fits more pens 
than ever before including Waterman 


and Sheoffer. 
NO EXTRA COST 
R . 
ENS 49¢ 
Retoil Value.............. $6.8 2 vy 
(Fisher Dozen of 14—14 x 49) 
Deoler’s Cont............. $3.60 
Gross Profit 47.5% 


Order from Your WHOLESALER 





Dietzgen Opens New 
Kansas City Office 
Eugene Dietzgen Company, manu- 
facturer and supplier of engineers’ 
drafting, print making and surveying 
equipment has opened a new sales 
office and warehouse in Kansas City, 
Mo. 
Manager is K. C. (Ken) Baker and 
E. C. Bell is the sales manager. Sales 
representative is R. M. Maloney. 


Deaths 

Lambert Grant, president of Lam- 
bert Grant, Inc., a Utica, N. Y., book- 
store, died May 2nd after a brief ill- 
ness. He was 66. 

Fred Hoffmann, 71, retired presi- 
dent of the old Hoffmann Ruling 
Company, 322 North Third Street, 
St. Louis, Mo., died April 8th. 

Albert B. Hoen, retired president 
of a lithographing company and an 
internationally recognized cartograph- 
er, died May 1st. He was 92 years 
old. 

Kenneth B. Buchanan, 60, presi- 
dent of the Sanborn Map Company, 
New York City, died April 7th at 
White Plains Hospital. 

A. Gordon Billingsley, 58, sales te- 
presentative of the M. S. Ginn and 
Company, Washington, D. C., Sta- 
tioners, died April 23rd. 

Sam ]. Logan, 84, a partner in the 
Toledo Office Equipment Company, 
Toledo, died April 18th. He was also 
widely known for his work in the 
boys’ club field. 

Walter Mason Burns, 81, retired 
president and manager of Shaw & 
Borden, printing and stationery firm 
in Spokane, Washington, died on 
April 17th. 

Teresa Carney, 46, assistant sales 
manager for Ever Ready Calendar 
Manufacturing Company, died April 
3rd. 


MODERN STATIONER, JUNE, 1956 






























cke’s 
steel 
e by 


\anu- 
leers’ 
ying 
sales 
City, 


and 
Sales 


Lam- 
00k- 


f ill. 


presi- 
uling 
treet, 


ident 
d an 
raph- 
years 


presi- 


pany, 
th at 


es fe- 
1 and 
— Sta- 


in the 
pany, 
s also 
n the 


etired 
iw & 
firm 
d on 


sales 


lendar 


April 


1956 





Herman Kashins NOT INC. 


225 Fifth Avenue 
New York 10, N. Y. 
10th floor 

















PRESENTS 


Quotation 


GREETING CARDS 


suitable for framing 

















A new type of greeting card that has been COPYRIGHTED for its STYLE. 
PLEASE WRITE FOR FREE SAMPLES 
and further information 
And you will then be placed on our 
permanent mailing list. 





We have no road salesmen We do not go to “shows”. 





This is a separate division from our Tole Lamp and Gift business. 





































teh | automatic electric eraser 





good profit maker with a wide market SC Wi 


Tamme Cellallats Mticel a= 







ari 
uiG6ins —_-MTRT TS 
DRAWING INKS ed 
eee Drawing Ink SALES 


for YOU! 






















Winner of the Award of Special 
Merit at the Exhibition of the New 
York Employing Printers Associa- 
tion during this year's celebration 
of Printing Week — this prize win- 
ning 17-color card is ready to do 
a sales-winning job in window or 
on counter. Features the wide 
range of brilliant colors in Higgins 
American Drawing Inks, in addition 

ce to the famous Waterproof Black. 
HIGGINS To geteeither or both of these out- 


standing display cards, ask your 
4a. jobber, or write us direct. 
HIGGINS 1Nn& co. Inc. 


271 Ninth Street, Brooklyn 15, N. Y, 
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Get your share of the profitable electric eraser business. 
Sell the fully automatic Barber-Colman electric eraser 
with exclusive self-starting feature. Just pick it up and 
Start erasing. Quickly, smoothly erases pencil, ink, type 

. fine lines or solid blocks. A valuable timesaver need- 
ed by engineers-draftsmen, architects, artists, business 
offices, schools, studios. Carefully balanced palm- 
fit for effortless erasing. Quiet, efficient, trouble- 
free 115V, 60C a-c electric motor. Highly de- 
pendable . . . thousands in use. A good-profit, 
good-selling item for you. Accepted by under- 
writers. Write now for price and descriptive 
folder. 
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Barber-Colman Company 
Dept, F, 1245 Rock St., ROCKFORD, ILL, 












DISTINCTIVE 
SALES APPEAL 


The slim elegance 
of’ The Cross 
of distinctive 

and pencil -sets 
dis} lay in your store 
means more sale 
for you. 


PENCILS 
Lustrous 
Chrome 
retailing at 
$3.75 no tax 
12 kt gold filled 
retailing at 
$6.60 F.T.| 
14 kt gold filled 
retailing at 


$8.75 F.T.1 


PENS 
Lustrous Chrome re 
tailing at $3.75 no 

fefel ie} 


re 


filled retail 


ing at $8.75 F.T.I. 


Traditionally the leader in fine 
writing instruments, Cross con- 
tinues its pace-setting trends by 
offering quality merchandise at 
easy-to-sell prices. You can buy 
and sell Cross with complete con- 
fidence. Write for complete in- 
formation on the attractive new 
No. 46 display assortment, a 
package deal consisting of two 
free displays and an excellent 
selection of Cross merchandise. 


A.T. CROSS 


OMIP Ay 
FIFTY THREE WARREN STREET 
PROVIDENCE 7. R } A 


U 
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Canadian Stationers Meet 

The Stationers Guild of Canada, 
Inc. held its 23rd annual meeting and 
exhibition at the Sheraton-Mt.Royal 
Hotel in Montreal, May 6th to 9th. 

The program included a keynote ad- 
dress by Leonard B. Wilcox, Roberts 
Printing and Stationery Company, 
Hutchinson, Kan.; a suppliers’ panel 
session; a dealers’ panel; a field divi- 
sion session; and a general conference. 


ww 
\ 


\ 





NOFA Appoints 

Claude G. Wilcox, Jr., 
Stationery Company, Baltimore, has 
been appointed general chairman of 
the 1957 National Office Furniture 
Association Convention to be held in 
New Orleans March 28th to 31st. 

A. W. Herrmann, Office Equip- 
ment Bureau, New Orleans, La., is 
the co-chairman. 


Dealer Moves, Expansions 
(District 5, NSOEA) 

A number of dealer moves, expan- 
sions and remodeling jobs have been 
completed in this district. 

Moves include the J. A. Kindel 
Company, Cincinnati, in larger quar- 
ters at 1461 Harrison Avenue; O’Con- 
nor & Raque, Louisville, Ky., a new 
building at 829 E. Market Street; and 
Seibenick’s, Toledo, now at home at 
41 N. Huron Street. 

The Columbus Blank Book Com- 
pany has announced complete remo- 
deling and expansion of its office fur- 
niture department; Loubert’s Station- 
ers, Inc., Dayton, has remodeled and 
doubled its space; and Laur’s Office 
Supply Company, Detroit, has also 
doubled its space and operation. 

Kurt Ellenbogen, Arrow Office 
Supply Company, Detroit, has an- 
nounced the opening of a branch store. 

In other news, welcome to a new 
member of NSOEA, Norris Printing 
and Stationery Company, Frankfort, 
Ind. 

Congratulations to W. L. (Bill) 
Humphrey, who has been made a 
member of the board of directors as 
vice president in charge of operations 
at the Wagner-Henry-Fisher Com- 
pany, Cleveland. 
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Modern 


New Spots: Moving, Starting 
(District 9, NSOEA) 

Many new stores and moves have 
taken place in District 9. They are: 

Charles Klipple, Klipple Office 
Supply, San Marcos, Tex., has open. 
ed a new store in New Braunfels, 
Tex.; E. G. Archneaux, Jr., opened 
the Dixie Office Supply at 213 E. Ver. 
million, Lafayette, La.; B & C Office 
Supply has opened up at Stillwater, 
Okla. 

Boren & Malone will be located 
at 517 Chocktaw, Chickasha, Okla., 
July ist, and Wayne Garner has 
moved his Office Supply Inc., to 117 
E. Wall, Midland, Tex. 


NSOEA Contests 

A number of contests for stationers 
and office equipment firms have been 
anounced by NSOEA. 

The Charles Garvin Award contest 
is given for an idea that would im- 
prove the industry and another award 
is given for store modernization. To 
enter the store modernization contest, 
just send complete information with 
pictures to illustrate what has been 
done. 

And, if your firm is proud of its 
advertising program, plan to enter the 
Clegg Trophy contest, awarded each 
year to the dealer member who sub- 
mits the most outstanding advertising 
program for the year. 


Boston Stationers Meet 
The Boston Stationers Association 


had its final meeting of the sea- 
son at which the nominating com- 
mittee submitted to the group their 
recommendations for the 1956-57 slate 
of officers. 

They are: president, Henry Rosnos- 
ky, Henry Rosnosky Company; Ist 
vice president, Thomas Groom IV, 
Thomas Groom and Company; 2nd 
vice president, Max L. Smith, Joseph 
Dixon Crucible Company; and 3rd 
vice president, Dave Keir, Dennison 
Manufacturing Company. 


Regional Meeting Plans 
(District 1, NSOEA) 

The annual convention of Region 1 
will be June 28th to 30th at the Mar- 
shall House, York Beach, Me. 

Business sessions will be held 
Thursday afternoon, Friday and Sat- 
urday mornings. On the agenda for 
entertainment, will be an old fash- 
ioned New England clam bake. 
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From coding merchandise to inventory con- 
trol—_Avery Kum-Kleen Labels speed tedious 
jobs and save money. For price labeling, bin 


or shelf marking...wherever fast, neat label- es Te ge 3 
ing is necessary, Avery Kum-Kleen does it best. ee . 4) Sz =a rail 
Avery, the original self-adhesive Label, sticks ¥ = : i= B= Be | 


to any clean surface without moistening. Laid on 
at the touch of a finger...stays neat through all as Admiral Peary slowly made his way 
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KOH-I-NOOR 
PENCIL COMPANY, INCORPORATED 
BLOOMSBURY, NEW JERSEY 





GOLD STAMP 


Stationery 
Greeting Cards 
Christmas Cards 

Book Matches 
Paper Napkins 
Playing Cards 


THE NEW 
Speedy 


Sneety end cu. SUPER REGAL 
Gacias goth camping, AUTOMATIC FOIL FEED NOESTING PIN TICKET CO. INC. 


waste whatever, Rec- 


ommended by leading » GOLD STAMPING MACHINE “Millions Daily” 


as WRITE FOR DESCRIPTIVE LITERATURE MAIN OFFICE AND FACTORY BRANCH FACTORY 


728 E. 136th STREET 1815 WEST 74th STREET 
FRANKLIN MFG. CORP. NEW YORK 54, N. ¥ CHICAGO 36, ILL. 


NORWOOD, MASS. 


















SUMMIRA 


the perfect adding machine 
for unlimited home and 
business use! 





SIMPLE AS A PENCIL SHARPENER 
- ABSOLUTELY NO SERVICE 
PROBLEM 


@ NO STYLUS NEED- 
ED — finger con- 
toured keyboard. 


@ Weighs just 41, 
Ibs., 43/4" x 614" 
x - 


@ POSITIVE CHECK- 
ING OF EACH IN- 
DIVIDUAL ENTRY. 


@ All Nylon Gears — 
require no oil . . . 
extremely durable. 


@ FULLY GUARAN- 
TEED against wear 
or factory defect. 


@ DIRECT SUBTRAC- 
TION — Multipli- 
cation. 


@ All totals to 9,- 
999,999 or $99,- 
999.99. 


@ Optional locking 
device for auto- 
matic clearing. 


With the Summira you sell a brand 
new machine built for years of serv- 
ice. You can check each entry the 
moment it is put in the machine for 
absolute accuracy . . . and for rapid 
operation, you can clear automati- 
cally! Attractive, chip-proof green 
crackle finish is the same as found 
on machines costing twice as much. 
Soft padded base protects ali sur- 
faces. Summira’s appearance and 
compactness sells on sight. 


ONLY 
WITH PLASTIC 
STORAGE COVER S & a =) 0 
INCL. 
F.E.T. 
Write Dept. MS-6 


Fremaco International, Inc. 
188 W. Randolph St., 


CHICAGO 1, ILL. 
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Expansions, New 
Buildings Announced 

A number of stationers and office 
supply dealers have announced moves 
to larger quarters, expansions and 
modernizations of their buildings. 

Maverick-Clarke Stationery and 
Office Supply Company opened a new 
store at 110 E. Ninth Street in Austin, 
Tex. on March 18th. 

Clarke & Courts opened a new store 
in Dallas at 3946 N. Central Express- 
way. The new building contains com- 
plete furnishing and decorating of of- 
fices, office equipment and complete 
printing and lithographing services. 

The John H. Harland Company, 
Atlanta, Ga., has begun construction 
of a new building that will cost about 
$350,000. The new structure will have 
about 51,000 square feet of floor 
space and will be built of reinforced 
steel and brick. 

Cypress Stationers, Anacortes, 
Wash., moved to a new location. 
The new store was completely re- 
decorated before the move took place. 

Apsco Products, Inc. recently started 
a combined program of moderniza- 
tion and new construction at its Rock- 
ford, Ill., plant. A new building of 
26,000 square feet is being built ad- 
joining the present factory structure. 

Box Cards, Los Angeles, recently 
opened a new office in New York. 
Jack Gossin is in charge of the new 
branch. 

Otto Ulbrich Company, stationery, 
has broken ground for a new branch 
store in Buffalo, N. Y. The new store 
is expected to be completed by Octo- 
ber. 

Wikle’s (formerly Millan & Wikle) 
of Phoenix, Ariz., have announced an 
expansion and modernization of its 
store. 

Cardlines, the distributors of Oz, 
4 Seasons, Cato and Casual Cards, has 
moved its new York Offices. 


Former RAF Pilot Wins 
Plane in Todd Contest 
A former Royal Air Force pilot 
won an airplane as a first prize in 
the 1955 sales sweepstakes of the 
Todd Company, producer of insured 
checks, check protective equipment 
and office disbursement systems. 
Robert W. Purves, Toronto, Can- 











Winner of an airplane in the Todd Com- 
pany sales contest is Robert W. Purves, 
Toronto, Canada. 


ada, said he plans to use the prize for 
both business and pleasure. It is a 
float-equipped, three-place Piper PA- 


12 super cruiser. 


Greeting Card Publishers 
Change Association Name 

The National Association of Greet- 
ing Card Publishers has announced a 
change of name to the Greeting Card 
Association. 

Coinciding with the change of 
name, the Association is launching a 
new program of activities and ser- 
vices. Several new distribution divi- 
sions are contemplated for the Assoc- 
iation, making regular membership, 
at nominal cost, available to publishers 
and distributors of studio lines and 
personal Christmas card albums. 

Also, an associate membership class- 
ification has been established, which 
is available to firms whose activities 
are kindred to or allied with the pub- 
lishing’ and distributing of greeting 
cards at the wholesale level. 


Two Promoted 
At Borroughs 

Two men have received appoint- 
ments at the Borroughs Manufactur- 









Cody Lafond 
ing Company, it has been announced 
by Elmer Niskala, general sales man- 
ager. 

A. Robert Lafond has been named 
assistant sales manager of the steel 
shelving and bins division, and Rob- 
ert Cody has been promoted to assis- 
tant sales manager of the metal office 
furniture. 
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THE MAGIC SPRING 


COILS THE CORD 


































































ORDER FROM YOUR WHOLESALER 
Manufactured By 
THE HUFF CO., INC., MARITIME BLDG., 


SEATTLE 4, WN. 





FOR FATHER’S DAY 
AND EVERY DAY 


Kem Plastic Playing Cards will be a reminder 
of the giver for years to come. A thoughtful 
gift of recognized quality, Kem is a good 
profit maker for the merchant. 


Visit us at Dallas’ 
“Christmas in July’’ Show 
100 Merchandise Mart 





Kem Plastic Playing Cards, Inc. 


595 Madison Ave. N. Y. 22, N. Y. 




















SEND US YOUR 
NEWS 


The editors of MODERN STATIONER are always 
interested in all of the news about your company and 
your personnel. They urge you to adopt the policy 
followed by so many other stationers in forwarding 
them regular information about the activities of 
your company and its people. 

ADDRESS NEWS EDITOR 
MODERN STATIONER 


405 E. Superior St. 
Duluth 2, Minn. 

















YOUR BEST BUY IN STORE FIXTURES 


Thorobred Merchandisers 
are designed to display 
more merchandise to a 
better advantage. Modern, 
lower priced island units 
are available in several 
styles. Illustrated is the 
4-tier Merchandiser, which 
sells for only $46.36 net, 
. O. B. Frankfort, Ky. 
Thorobred Merchandisers 
offer so much more for so 
little that they are without 
doubt your best buy in 
store fixtures! 


Write today for full information on island units and new, free- 
standing wall sections. Convenient financing plan available. 





HELIOGRAVED COMMERCIAL LINE and 





THE FLOWER WEDDING LINE 


Improve your profits 
and service with these 
Regency Features: 


® A big 50% discount 


® Orders shipped postpaid 
in 1 to 2 days 


® Heliograving—the finest 
raised lettering 


VL if 47 


Send for your FREE catalogs today 


REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. Y. M.S. 
Please send me the FREE catalog(s) checked here: 
Commercial Line Flower Wedding Line 














Name. Title. 
Address. 
City. State. 








A. D. BUTLER, inc. P.O. Box 123, FRANKFORT, KY. 





Cempony Nome. 








oD Giller: y 








ee 
2 or 3 holes as desired 


Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
§ _ holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $6.50. 
Order from your wholesaler 

MODEL 32... For 3-hole punch- 

ing, 4” dia. spaced 4%" on cen- 


ters. For 2-hole punching, \%" 
dia. spaced 234” on centers. 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


















WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 
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NEW PRODUCTS + « « (Continued from page 12) 






Floral Ensemble Letter Paper 


A tiny flower design printed and 
stamped in the corner of each note 
adds a fashion touch to Eaton's 
Floral Ensemble, Eaton Paper Cor- 
poration, Pittsfield, Mass. 

The plain club-size single sheets 
are complemented by envelopes with 
the same design in the point of the 
flap. It is available in all white and 
in an assorted box of white, pink 
and green paper. There are 24 club- 
size single sheets, 20 notes and 40 
envelopes. The retail price is $2.50. 





















































Micropoint Display 

A new counter-top display that features nine built-in storage 
compartments for refill stocks has been released by Micropoint, 
Inc., Sunnyvale, Calif. 

The display contains one dozen deluxe pens which feature an 
all-nylon retractable mechanism with easy push-push action. Four 
dozen refills are included. 


Security Box 


A new improved model of 
the Protecto insulated secur- 
ity box has been announced by 
the Bison Distributing Com- 
pany, P. O. Box 36, Buffalo 
i, a. 2 

The new box is said to be 
fire-resistant, tamper proof 
and offers six-side protection. 
Main features include a cyl- 
inder lock with two keys, full 4% inch asbestos insulation, a 
thick double steel wall and a protective lip under the hinge. 





Telepointers 


A handy memo paper holder 
with tips on courteous, efficient 
business telephone methods has 
been announced by Boyce Morgan 
Associates, Inc., 1800 H. Street, 
N. W., Washington 6, D. C. 

The metal Telepointer holder 
has 4 x 6-inch memo paper and 
slips onto the base of any rec- 
tangular telephone. Included is a 
magnetized pencil with a dialing 
knob. Jn each holder there is a series of 12 illustrated pointers on 
telephone efficiency and courtesy. The Telepointer set is available 
at $2.45 each. Filler sets are offered at 45 cents each. 





New Leather Color 


A new metallic look called 
Roman bronze, has been an- 
nounced in leather by C. F. 
Rumpp & Sons, Inc., Sth and 
Cherry Streets., Philadelphia, 
Pa. 

It is said to have the rich 
luster of hand-rubbed bronze. 
Among items in this new 
color are billfold, key case, 
lighter, cigarette case and eyeglass case. In addition there are a 
purse and compact for women, and letter case, comb and file 
case, memo case and money clip. 
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Hitting a High Note with Striking Sales Appeal... 








EVER POPULAR 
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s @ Attractively packaged in beautiful silver box with 
2.50. y P g 
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mow! a FINE Flo-master 
FELT TIP PEN FOR EVERY USE! 


No matter what clientele you serve—industry, business, 
education, art, retailing or the home—you can now 
provide them with the perfect Flo-master Pen and Ink 
for their particular needs. With the Advanced, the 
Regular and the King Size Flo-masters, you have a 
complete, top-quality line to meet every demand.. 

insure customer satisfaction every time. 


Flo-master Inks, too, are designed to meet every requirement: 


TRANSPARENT — A pure dye, oil-based ink for general 
purpose marking on any light colored surface. Water- 
proof, non-toxic, instant-drying. 8 colors including black. 


OPAQUE —A pigmented, oil-based ink for use on any 
light or dark non-porous surface and certain other ma- 
terials such as rubber, glass and many plastics. Weather- 
proof, fast-drying, non-toxic. 10 colors including black. 
BRITE-LINE — For use in the Advanced Flo-master only 
—A clear dye, water-based ink for use on light colored 
paper or poster board. Non-penetrating, odorless, fast- 
drying, won’t transfer to other surfaces (as do colored 
oil-based inks). 8 brilliant colors & black. 2 oz. size only. 


The Flo-master C-6 Display (at left) 
— This hard-working, si ent en 
does a year-round selling jo! _ Avail- 
able for either the Regular or the 
Advanced Flo-master. 

SET AD-22A (at right)—One Ad- 
vanced Flo-master, 4 felt tips, Fine 
Mark Adapter, one 2 oz. can a. 
parent Flo-master Ink (any color), 2 
oz. can cleanser. $3.90 















FELT TIP PENS 


For additional information write to: 
CUSHMAN & DENISON MFG. CO., Dept. 1., 625 Eighth Ave., Now York 18. 








NEW PRODUCTS 


Chapel Art Cards 


Chapel Art Studios, 1123 
Washington Avenue, St. Louis, 
Mo., has announced its new Gold 
‘n’ Silver line to dealers. 

The new album of Christmas 
greeting cards is said to contain 
more cards than ever before. 








Montag Bird House 

Montag Bros., Inc. 245 N. 
Highland Avenue, N. E., Atlanta, 
Ga., has announced a new bird 
house that contains stationery. 

The clever box contains vellum 
paper in white and blue with 
matching striped-lined envelopes. 
Montag's Christmas gift station- 
ery retails from $1 to $5. 


ct{ ltt 


scapes 





Packaged Christmas Cards 
a s The Nu-Art Engraving 
Company, New York, Chi- 
cago and Los Angeles, has 
announced that it is now 
gift packaging stock cards 
in plastic-topped counter 
boxes. 

The cards, priced from 
10 to 15 cents are packed 
25 to a box; cards priced 
from 20 to 35 cents are 
packed 10 or 25 to a box. 


New Legal Ink 

All-Rite Pen, Inc., Hackensack, N. J., has equipped its ball 
pens with a new ink that is approved for legal documents by 
bankers, lawyers and public officials. 

New Arco ink, is said to be instant starting, non-transferable 
and fast drying. It is available in long-life blue, red, green and 
black colors for the firm’s standard 29-cent and new 39-cent 
retractables. 


Two Surprise Balls 

Pinocchio and Mam- 
my are the latest addi- 
tions of the Roofus 


Goofus surprise _ ball 
family, it was announc- 
ed by the Wallace 
Brands Company, 20 


Broadway, Toledo, 
Ohio. 

Each contains 12 in- 
teresting surprise toys wound in crepe paper. Retail price is $1 each. 





Wearever Ball Pen 

A new Wearever 
deluxe ball pen that 
retails for $1 is be 
ing manufactured by 
David Kahn, Inc, 
North Bergen, N. J. 

It is styled in a variety of barrel colors and silvery finish cap 
and clip. It comes with either a fine or medium point. 


a i = = = |) 
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AN NSOEA 
CONVENTION DAILY 


Yes, now at last Davidson Publishing Company brings you a long-needed 
daily publication exclusively serving everyone who attends the annual con- 
ventions of the National Stationery and Office Equipment Association. 
To exhibitors, it offers a tailormade advertising opportunity for every day 
of the convention. To everyone attending or in any way taking part in the 
sprawling show, it provides a daily guide and information source never 
before available. 
This colorful, pictureful, newsy tabloid was created to serve you no matter 
what part you may play in the 1956 NSOEA Conventions. Five thousand 
copies of MODERN STATIONER CONVENTION DAILY will be dis- 
tributed at sunrise throughout Chicago’s Conrad Hilton and other convention 
hotels every morning of the convention. 
Look for this brand new daily and read it with your morning coffee every day 
that you are in Chicago this fall. If you have an advertising message to get 
seal across at this NSOEA Convention, now is the time to make your reservations. 


/allace | Contact the Davidson Publishing Company office nearest you. 
y, 20 | 
oledo, 


12 in- 
1 each. 


earever 


,N. J. 
ish cap 
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The dates listed here may be of interest because they are a reminder of a specific 


event or because they suggest promotional tie-ins for stationers for sales, store events 


or window displays for the period covered. 


June 17 — Father's Day. 

July 4 — Independence Day. 

July 8-12 — California Lamp, Picture 
and Accessories show, Biltmore Hotel, 
Los Angeles. 

July 14 — Ground Observer Corps Day. 

July 22-25 —— Washington Gift Show, 
Hoxel Willard. 


July 29-August 9 — Chicago Gift 


Show, LaSalle Hotel and Palmer House. 


August 2-8 — National Relaxation 
Week. 

August 5 — Friendship Day. 

August 5 — Temperance Sunday. 

Aug. 5-8 — Western Merchandise Ex- 


hibitors Association fall show, San Fran- 
cisco, St. Francis and Sir Francis Drake 
Hotels. 

Aug. 12-15 — Western Merchandise Ex- 
hibitors Show, Portland Plaza and Ben- 
son Hotels. 

August 14 — Victory Day. 

August 19 — National Aviation Day. 

Aug. 19-22 — Western Merchandise Ex- 
hibitors Show, Seattle, New Washington 
and Olympic Hotels. 

Aug. 19-24 — New York Gift Show, 
Hotel New Yorker and N. Y. Trade 
Show Bldg. 

Aug. 26-28 — Western Merchandise Ex- 
hibitors Show, Spokane, Davenport 
Hotel. 

September 1-30 — Sons and Daughters 
Month. 


September 2 — Labor Sunday. 
September 2-9 — National Child Safety 
Week. 


September 3 — Labor Day. 

September 6 — Rosh Hashana (Jewish 
New Year). 

September 9-13 — Boston Gift Show, 
Hotel Statler. 

Sept. 10-13 — National Super Market 
Non-Food Exhibit, New York Coliseum, 
New York City. 

September 15 — Yom Kippur (Jewish 
Day of Atonement). 

September 22 — Kids’ Day. 

September 23 — Gold Star 
Day. 

September 23-26 — Philadelphia Gift 
Show, Hotel Benjamin Franklin. 

September 23-29 — National Dog 
Week. 

September 23-30 — Christian Education 
Week. 

Sept. 29-Oct. 3 — National Stationery & 
Office Equipment Association Annual 
Convention, Conrad Hilton Hotel, 
Chicago. 


Mothers 


Oct. 4-6 Canadian Office Machine 
Dealers Association Convention and 
Exhibit, Prince Edward Hotel, Windsor, 
Ont. 


Oct. 7-13 Fire Prevention Week. 

Oct. 7-13 National Letter Writing 
Week. 

Oct. 9-11 Cincinnati Office & Business 


Equipment Show, Hotel Sheraton-Gibson, 
Cincinnati. 

Oct. 12 Columbus Day. 

Oct. 14 — Men and Missions Sunday. 

Oct. 14 National Grandparents and 
Grandmothers Day, Senior Citizens Sun- 


day. 


Oct. 14 — Temperance Sunday. 
Oct. 15 — Poetry Day. 
Oct. 15-19 — National Business Show, 


New York Coliseum, New York City. 
Oct. 15-21 — National Bible Week. 
Oct. 21-27 — Pass the Laugh Week. 
Oct. 21-28 — United Nations Week. 
Oct. 24 — United Nations Day. 

Oct. 26-Nov. 26 — Jewish Book Month. 
Oct. 27 — Navy Day. 
Oct. 28-Nov. 4 -— National Catholic 

Youth Week. 

Oct. 28-Nov. 4 — Reformation Week. 
Oct. 31 
Nov. 1 — 


Hallowe'en. 
National Authors’ Day. 
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Fine Leather Desk Sets 
Pads and Accessories 


NEW CATALOGUE 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 
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Julius Bandes & Co., Inc. 
Buy Bandes.. . 


® Wooden Card Cabinets 
@ Masonite Chair Mats 
© Wooden Desk Trays 
171 Hillside Ave., Williston Pk., L.I., N.Y. 














NO HOLES TO PUNCH 
With the ADVANCO Punchless Paper 
Holder. The spring steel clip operates as 
easily as a Safety pin and holds two sheet 
s12€S. 
Advanco Products Inc. 
146 W 24th St., New York, N. Y. 





the market place 





UNDER. S ONLY 
COUNTER | H DRAWER $9930 
6 coin tills, 5currency compartments. 
Warning bell and dise tumbler lock. 
Made of Indiana hardwoods. Smooth 
lacquer interior. Natural lacquer 
or otis AZT exterior (specify). 





Size 18% x 14%" D x 44" High. 
High Quality, Precision-Built. 
Standard Dealer Discount. 
Order or write todav! Mfers. Cash 
INDIANA CASH DRAWERCO. Drawers for 


P.O. Box 236N, Shelbyville,ind. over 34 years 





RECOMMEND 
BEACH’S 
“Common Sense” 
EXPENSE BOOKS 


BEACH PUBLISHING CO. 


7338 Woodward Ave., Detroit, Mich. 





Triple Volume and Profits 
Sell MASTER SPEED KEYS 
for 
Old, new typewriters and other 
office machines 
Speed Key Corporation 
268 T Chauncey St., Brooklyn, N. Y. 











Get TOP QUALITY 
PLATENS 
And Office Machine Rolls 
From 


AMES SUPPLY COMPANY 


37 Murray Street, New York, N. Y. 























A Case of Big Profit wy Gi 
STEEL TRANSFER CASES 
BY 


Top-Flight Products Company 
6224 S. Oakley Ave., Chicago, Ill. 


Immediate Delivery ; 











DON’T PASS UP PROFITS 
Sell PREMIER line cutting boards 


Wood and metal base, self-sharpea- 
ing blade, accident proof. 
PHOTO MATERIALS 


334 N. Bell Ave., Chicago, Ill 











Demand 
Dazor... 


The smart new fluorescent desk lamp 
with twin flexible arms. Model No. 
1000 comes in statuary bronze or 
gray baked enamel. 


PRICED LOW TO SELL FAST 


Dazor 
Manufacturing Corp. 


4483 Duncan Ave., St. Louis, Mo. 














MAYLINE CO. 
Show the MAYLINE 
Metal Plan File 


Drawers lock into position when open. 
Five drawer units may be stacked. A 
hinged dust cover is a special feature 


Mayline Co. 


613 North Commerce St., Sheboygan, Wis. 








RING and POST 
BINDERS 


In all styles 


Neiman Loose Leaf & Bindery Co. 
1717-19 S. Halsted St., Chicago, Ill. 








For Extra Commissions 
Sell our line of passbooks, 


pocket check covers, coin 
savers and other forms. 


AMERICAN PASSBOOK CO. 
Oniario Bldg. Cleveland 13, Ohio 












a A 
Want Clean Copy Quick? 


Blaisdell KLENZO--Thin eraser with 
brush will easily do the trick! 


BLAISDELL PENCIL COMPANY 
Bethayres, Pa. 





Modern... 
Comfortable... 
Two features of Krueger’s Series 100 folding 


chairs of heavy gauge tubular frames, roomy, 
seats, quiet closing. 


KRUEGER METAL PRODUCTS 


Green Bay, Wisconsin 


TICKET PUNCHES 


FOR EVERY PURPOSE 
Notching - Punching - Counting 


The Hoggson & Pettis Mfg, Co. 


141T Brewery St., New Haven, Conn. 











W 2 Business NOW Quick Results 


Write for samples, details. You accept 
orders. We do everything else under your 
name. Excellent profits. 


W-2 Business NOW Quick Results 


APEX BUSINESS SYSTEMS 


Dept. MS, 540 Pearl St., N.Y. 7 BE 3-7133 











Insist on TEGRE Brand 


All Purpose Sales Books 
These high quality 
sales books are 
available in all sizes 
and in duplicate and 
triplicate 


T. GREEN, INC. 


11 West 30th St., New York 1, N. Y. 














Attention! Merchants! 


Your counter will pay off UNUSUAL- 
LY LARGE PROFITS with our “FUN 
SHOP” wire display rack of 
—PARTY JOKES— 
—TRICKS—PUZZLES— 
Each item in a clear poly bag, with 
attractive 3 color header, All pre- 
priced at 10c to 98c retail. 36 differ- 
ent, fast selling items available. 
Write fov merchant’s MONEY 
MAKING deal today! 


D. ROBBINS & COMPANY 


1272 West 17th St. New York 11, N. Y. 
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LITERATURE 





Information on products and services is 
available from the manufacturers. These 
catalogs and pamphlets may be obtained 
without obligation by request from the 
manufacturer. 


A new booklet, ‘Questions & An- 
swers about the Davidson Dual-Lith,” 
a 24-page brochure about offset equip- 
ment has been announced by the 
DAVIDSON CORPORATION, 29 Ryer- 
son Street, Brooklyn, N. Y. 


Tips on how to plan installations 
and order shelving in more than 1,000 
combinations are summarized in a new 
catalog published by the Hallowell 
Division of the STANDARD PRESSED 
STEEL COMPANY, Jenkintown, Pa. 


A new folder describing its line of 
desk accessories is available from 
SMITH METAL ARTS COMPANY, -1721 
Elmwood Avenue, Buffalo, N. Y. 


The points to be considered in 
selecting carbon paper for specific 
typewriters is outlined in a six-page 
illustrated brochure published by 
REMINGTON RAND, 315 Fourth Ave- 
nue, New York City. 


A 100th anniversary catalog has 
been issued by the EAGLE PENCIL 
COMPANY, 703 East 13th Street, New 
York City describing the firm and its 
many types of pencils. 


A new catalog on office supplies 
has been released by FRANZ StTa- 
TIONER COMPANY, 710 Jackson 
Boulevard, Chicago. 


A fully-illustrated 12-page catalog, 
presenting a postview of the annual 
Toy Fair is being offered by MILT 
Grey ASSOCIATES, 9538 Brighton 
Way, Beverly Hills, Calif. 


A new bulletin describing BARBER- 
COLMAN COMPANY'S fully automatic 
electric eraser for engineers, drafts- 
men, or typists is available from the 
firm’s Small Motors Division, 1400 
Rock Street, Rockford, Ill. 











CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the Steenth of the month preced- 
ing the month in which the magazine is issued. 12¢ 

Order: $3.00. Names and address are to be whe oy 4 the count. 
sets of tigures are to be counted as one word. 


a word. Minimum 
Initials or 











HELP WANTED 





SALESMEN: year round side-line selling 
Christmas card Close-outs, Birthday, Get- 
Well, etc. ss Paper, 19 Hudson St.. 
New York 13,  * tf 


MANUFACTURER'S REPRESENTATIVE 
wanted to represent nationally sold pat- 
ented zipper ring binders, portfolios, and 
Exclusive territories avail- 
Co; issi . Reuben 
Co., “Box 31, 555 W. Jackson Blvd., Chi- 
cago 6, Tl. t-f 


“SALES REPRESENTATIVE WANTED” 
Complete, established, volume selling line 
popular priced and luxury albums avail- 
able to resident salesmen calling on 
stationery, gift, department and camera 
stores with related, non-conflicting pro- 
ducts in Oregon, Washington and South- 
ern California. Protected territories. Car 








Brand New Desk Lamp for department 
stores, seeking hot - back to school - 
promotional number. Rand Products Com- 
pany, Little Ferry, N. J. 8-56 


An established and reliable manufacturer 
of a complete price line of foam rubber 
office chair cushions desires experienced, 
aggresive salesmen. Manufacturer does 
not object to other non conflicting lines. 





Straight commission basis. Box 84, 
Modern Stationer, 405 East Superior 
Street, Duluth 2, Minnesota. 9-56 





POSITION WANTED 





Greater Chicago Area. 
wanted by well known representative. 
Box 81, Modern Stationer, 405 East 
Superior Street, Duluth 2, Minn. 6-56 


Stationery line 








required. Commission. Box 83, Modern 

Stationer, 405 East Superior Street, FOR SALE 

Duluth 2, Minnesota. 6-56 

Experienced salesman to sell office EZY-REDE Magnifiers and Readers offer 


machines locally. Permanent. Old, well 
established company. Linxweiler Office 
Supply and Equipment, 259 South woo 
Decatur, Illinois. 6-56 


REPRESENTATIVES WANTED 
Manufacturers representatives for an out- 
standing line of new telephone indexes 
for West Coast territory and Mountain 
States. Men with established following 
calling on Stationery Dealers. Commis- 





sion asis. Box 85, Modern euener. 
405 East Superior Street, Duluth 2, Min- 
nesota. 6-56 


46 


you fine extra sales and profits to your 
trade. Why not send for our New 1956 
complete Magnifier Catalog Today. Apex 
Specialties Co., Providence 9, R. I. 6-56 


FOR SALE. Stationery store in expand- 
ing Western Washington town of approxi- 
mately 20,000 population. Commercial, 
social stationery, greeting cards and gifts. 
Stock and fixtures will require about 
$20,000 to handle. Other business in- 
terests reason for selling. Box 82, Mod- 
ern Stationer, 405 East Superior Street, 
Duluth 2, Minnesota. 6-56 
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New Low-Cost Money Safe sells fast to 
Stores, Drive-Ins, Motels, Gas Stations! 


Restaurants, dry cleaning shops, bars, florist shops . . . 
dozens of other small businesses excellent prospects, 


too, for new Imperial Money Safes, recently added to 
fast-selling Protectall line! 


Low-price advantage gives dealers wide open oppor- 
tunity to make quick, profitable sales—and lots of them! 


You can probably think of a dozen small 
businessmen within a block of you who 
need a good money safe. 





Show ’em this new Protectall Imperial... 
let °em see the low, low price tag on it 


. and you’re going to be selling safes. 


For here’s a safe with features that are a 
real built-in sales talk. Starting with the 
name Protectall, itself. That means quality. 
It means value. Always has. 


Matter of fact, the more safes you push in 
the complete Protectall line . . . record 
safes, money safes, wall safes . . . the more 
profits you’ll be taking to the bank. Want 


more facts? Get ’em quick. Mail the 
coupon. 


Imperial Money Safe Model 1217-V. 


Fits into floor or concrete block. See dimensions 
below. Door case-hardened steel 1144” minimum 
thickness, body 1” open hearth steel electrically 
welded at all joints. Three-tumbler Protectall 
combination lock controlling three 5%” locking 
bolts. Bears Safe Manufacturers Association label. 
Underwriters’ Laboratories relocking device. 
Qualifies for insurance savings. 


Protectall Safes 


HAMILTON, OHIO 


DIVISION OF THE MOSLER SAFE COMPANY 


Outside Dimensions Inside enentens 
te we o am wes Protectall Safes, Department 928-F Hamilton, Ohio 
48” Please rush complete details to me about the new low-cost Imperial line of Protectall 
° Money Safes. Also send me complete Protectall cataleg. 


NAME POSITION, 





ae FIRM 
New “Veep"’ Safe é a 
Wall Sate 





ADDRESS. 





Chest 











AP Pe EA L N ESS Packaging can mean the difference between a sale and no sale, 


Attractive packaging establishes brand identification. Superb packaging not only triggers off the sale by 
dramatizing the quality of the product, it also makes a priceless contribution to your reputation as a modern) 
quality store. This is “Appealness!” 


An outstanding example: Mittag & Volger’s four dynamic package designs—each express- 
- ing the quality of the product inside, each continued from carbon box to carbon folder 
to ribbon container for easy identification. 


Let the M & V representative show you how our eye-catching package can put “Appeal- 
ness” to work for you. Write or phone... 


MITTAG &, VOLGER INC., PARK RIDGE, WN. 3. Phone: PARK RIDGE 6-000) 








